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Celebrate With Us 
3 


Next June this Company will celebrate its Eight- 
ieth Anniversary with a great Convention in Phil- 
adelphia, to be attended by Field representatives 
from all parts of the country. 

The PENN MUTUAL has places for capable, hard- 
working men and women who are devoted to the 
highest ideals of life insurance. Contracts are 
satisfactory, and the conditions and atmosphere 
of a PENN MUTUAL agency relationship are of the 
kind that creates enthusiasm and assures per- 


manency. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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The Insurance Company of North America is the oldest American 
fire and marine insurance company. This fact alone gives it 
prestige in the eyes of the insuring public—signifies not only long 
experience but also strength and vision without which it could 
never have kept step with constantly changing and ever more 
exacting insurance needs. 


THUAN 


The Insurance Company of North America is an old organization, 
founded 135 years ago. But in the scope of its protection today, in 
the extent and character of its service and the efficiency of its 
equipment and facilities it represents the highest development of 
—— practice as applied to the requirements of the modern 
world. 








INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 
and the 


Indemnity Insurance Company of North America 
write practically every form of insurance except life. 








TUTTE TTA cee 


' 
vf 





" 





fd aft 











ae tN 


te Pe 





(o)-~<~< 


em NTT TTT EE TTT pO) meee mit : TOTTI 9 oe! 


A ee te 




















THE SPECTATOR 














THIS IS THE TIME OF YEAR 


when BOILER INSPECTIONS can and 
should be made 


Order YOUR BOILER INSPECTIONS NOW 
for your fall and winter BOILER BUSINESS 


Private Dwelling Boilers (round cast iron) 
$25.00 for three years 


Ask For Folder 


ROYAL INDEMNITY CO. 


84 William St. 
New York 


A‘. FORMS SURETY 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our Juvenile policies, written on children as young as 
one day old, go in full benefit automatically at age 5 
without re-examination. 


Our special low rate policies to business and profes- 
sional men are fast sellers. 


We write women on equal basis with men. 


Splendid agency openings are now available. Write 
William Koch, Vice President and Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A. C. TUCKER, President 

















TWENTY YEARS 
and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 














OUR AGENTS 
THEIR OWN FUTURE IS SECURE 





Write for 
“FOURTEEN POINTS” 
A. M. HOPKINS, Mgr. of Agencies 


PHILADELPHIA LIFE INSURANCE CO. 
111 No. Broad Street Philadelphia, Penna. 











Olive’s Territory 
is in Michigan 


“During September 
‘Bill’ Olive wrote more 
business than he did during his 
first whole year with the Com- 
pany. This record, made after 
twenty-three years in the same 
territory with the same Com- 
pany, shows the possibilities of 
intensive cultivation, and that 
the market for insurance in- 
creases steadily where the sales- 
man educates his public.” 


—The Franklin Field. 





There is Franklin Territory for other 
good men in Michigan 
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CRITICIZES FRILLS 


M. J.~ Cleary in Address Before 
Northwestern Mutual’s Agents 








DISABILITY RATES INADEQUATE 


Vice-President of Milwaukee Company 
Handles Modern Tendencies in Life 
Insurance Without Gloves 


In an after-dinner talk before the agents of 
the Northwestern Mutual Life Insurance 
Company, M. J. Cleary, vice-president of the 
company, severely arraigned the present-day 
tendencies in life insurance toward the so-called 
frills in policy contracts. The occasion was 
the twelfth annual dinner of the New England, 
Middle Atlantic, and South Atlantic agencies 
of the Northwestern Mutual. 


In a rather brief address Mr. Cleary covered 
a wide range of topics. He praised highly the 
report, published during the year, of the joint 
actuarial committee on disability and double 
indemnity. This report, Mr. Cleary contended, 
gave incontrovertible evidence that the actuaries 
of the country are without sufficient data upon 
which to base rates for either disability or 
double indemnity and that the present rates 
are inadequate. He pointed out that the com- 
panies selling this class of insurance charge 
rates varying anywhere from $1.50 to $4.37 for 
substantially the same benefits. He charged 
that this fact indicates clearly a lack of knowl- 
edge as to what the rates should be. He 
further charged that, as a result of inadequacy, 
many companies must be paying disability and 
double indemnity benefits from life insurance 
premiums, which, in the case of mutual com- 
panies, would virtually cause them to lose their 
identity as such, since one class of policyholders 
would be aiding in the payment of benefits 
which they themselves were not receiving. 

Mr. Cleary referred to the recent speech of 
Frank P. Manly, president of the Indianapolis 
Life Insurance Company, before the American 
Life Convention, in which the latter pointed out 
the dangers in present-day tendencies in life in- 
surance. He also referred to recent discussions 
of R. G. McCankie, actuary of the Equitable 
Life Insurance Company of Iowa, in which he 
pointed out the unsatisfactory results from the 
introduction of salary savings insurance. An 
interview with Mr. McCankie along these lines 
appeared in THe Spectator last week. Mr. 
Cleary mentioned also a speech made by R. W. 
Stevens, president of the Illinois Life Insur- 
ance Company, before an agency meeting, in 
which Mr. Stevens said that the frills in life 
insurance were solely measures to produce vol- 
ume and do not constitute sound underwriting. 

Mass selling came in for its share of criti- 


(Concluded on page 7) 


E. H. BOLES ELECTED 





Becomes President of General Rein- 
surance 





J. G. WHITE MADE CHAIRMAN OF THE 
BOARD 





New Company Head Has Been Vice-Presi- 
dent and General Counsel of Lehigh 
Valley Railroad 

At a special meeting of the board of direct- 
ors of the General Reinsurance Corporation, 
New York, held December 29, J. G. White was 
elected chairman of the board, resigning from 
the presidency which he has filled since the 
present owners bought the General on October 
I, 1923. 

In retiring from the presidency, Mr. White 
stated that his action was due to the fact that 
he was unable to give to the duties of the posi- 
tion the time and attention which their impor- 
tance merited and that it was his belief, with 





Epcar H. Bores 


the rapidly growing assets and important busi- 
ness of the corporation, it should have a presi- 
dent not only of the very highest type and 
character, but a man who could give his entire 
time and attention to its affairs. Mr. White’s 
resignation was accepted and he was imme- 
diately elected chairman of the board and will 
also be chairman of the finance committee. 

Edgar H. Boles, vice-president and general 
counsel of the Lehigh Valley Railroad Com- 
pany, was elected president of the General Re- 
insurance and will resign from the Lehigh Val- 
ley Railroad Company to assume active office 
in his new position. 

Although Mr. Boles is not an insurance man, 
he is by tratning and association splendidly 


(Concluded on page 22) 
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OCEAN MARINE DURING 1I926 





William H: McGee Reviews the Past 
Year 





1927 OUTLOOK BETTER 





Insane Competition Between Insurance 
Companies Over 

What about ocean marine insurance during 
the past year? What prophecy for it during 
1927? 

William H. McGee, one of the most promi- 
nent ocean marine underwriters in New York 
city, was asked the above questions and re- 
quested to detail his answers as elaborately as 
could be expected of a busy executive on that 
busiest of all days—the last of the year. 

“T am very glad, young man, you didn’t come 
to interview. me six months ago,” he began, 
genially. “At that time, you would have found 
me a bull in a china shop, for then conditions 
in the marine business were outrageous. To be 
specific now as to what they were would be 
very undiplomatic, for since then there has 
been a big elimination of insane competition be- 
tween marine insurance companies, some reduc- 
tion in the capacity of the market to absorb 
ris s and a very strong tendency—notice that 
I say ‘tendency—towards an improvement in 
rates. 

“The fire insurance companies’ rate difficul- 
ties have been small fry when compared with 
those the ocean marine companies have had 
to contend with. Marine insurance is an in- 
ternational business and is subject to the com- 
petition of the world and not to just local com- 
petition. 

“The ocean marine business has been far 
from satisfactory during 1926. Ever since 1920 
and 1921, when the mercantile business received 
such a terrific body blow, the insurance busi- 
ness went steadily down hill, each year being 
worse than the previous one. However, the lat- 
ter part of 1926 has shown a slight improve- 
ment, there being a small increase in the vol- 
ume of ocean marine premiums. It should be 
remembered that ocean marine insurance de- 
pends upon the health of foreign commerce. 
The latter has been better during the past year, 
but it takes insurance about six months to bene- 
fit therefrom—six months to sense the pick-up. 

“This year should show a continued improve- 
ment in ocean marine insurance in so far as 
cut-throat competition hetween companies is i2- 
volved. I don’t think the prospects for the in- 
crease in volume of premiums are anything to 
grow unduly enthusiastic over. There have been 
some very glowing trade reports printed, but a 
careful analysis of these will show that this in- 
crease in the import and export business is 
almost exclusively limited to certain commodi- 


(Concluded on page 13) 
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HE best Christmas story of the year if 

not of the ages, happened just a few weeks 
ago down in Nashville, Tenn. The American 
Savings Bond and Trust Company there mailed 
out six thousand Christmas checks for a total 
of $235,000, representing the savings of a year 
from that many people, all of whom were de- 
pending on the money to accomplish their 
Christmas shopping. Next day a defalcation 
was discovered that closed the bank’s doors. 
The Christmas checks were worthless. Six 
thousand people faced Christmas with no funds 
with which to buy presents for their loved ones. 
For them the world had gone all wrong. And 
then suddenly it was right again. Four men 
in Memphis had gotten their heads together, 
and their purses as well. It was agreed that 
they would underwrite a fund of $235,000 
which would be used to pay the Christmas 
checks of the defunct bank. One of these men 
was a president of a life insurance company. 
His name is Lloyd T. Binford. He is the guid- 
ing genius of the Columbian Mutual Life In- 
surance Company. 

x x * 


AM a member ‘of one of the subcommit- 

tees which has been reviewing the essays 
on life insurance and thrift which resulted 
from a contest inaugurated by the thrift com- 
mittee of the National Association of Life Un- 
derwriters. Some of those essays contained 
some far-fetched ideas, but not a one of them 
approached remotely the thrill of the above 
story. I only wish I could put into words what 
I really think of the thing these four men did. 
Riding uptown in a taxicab the day before 
Christmas I passed a big lineup four deep and 
about two blocks long. They were awaiting 
doles from some charitable institution. None 
of the persons in the line looked to me really 
poor and my only thought was not charitable. 
But this story from Memphis is different. Mr. 
Binford and his associates used their money 
in an obviously worthy cause. There must be 
a Santa Claus. ae 


HE differences in treatment accorded the 

insurance reported by various organiza- 
tions are somewhat remarkable. I underwent 
a rather unusual experience recently. Having 
been “tipped off” that there would be a good 
story at a certain dinner, I made arrangements 
to attend. Imagine my surprise to find upon 
arrival that I was accorded a table to myself. 
There I sat in lonely state all during the din- 
ner, never a person speaking to me. The situa- 
tion was in marked contrast to others I have 
been in. * * * 


NSURANCE Bulletin Number 26, published 

by the Insurance Department of the United 
States Chamber of Commerce, contains an ar- 
ticle entitled “Hidden Taxes in Your Pre- 
miums” and describing the extent to which in- 
surance is taxed over and above the cost of su- 
pervising the business in the several States. 


THE 
OBSERVATION POST 





“SMOKE” 














HE prize for good citizenship goes to an in- 

dividual of North Bergen, N. J. He saw 
an automobile hit two men and then drive away 
from the scene of the accident. Acting on the 
moment, he jumped on the rack of the spare 
tire on the “hit-and-run” car and rode there 
until the vehicle reached Jersey City where he 
leaped off near a policeman and had the driver 
of the automobile arrested. Having once 
picked up the body of a man who had been hit 
and killed by a car that drove away from the 
scene of the accident, I have no sympathy for 
the “hit-and-run” driver. Capital punishment 
might solve the problem, but meanwhile such 
an interest in the enforcement of just laws as 
that displayed by the North Bergen citizen 
should prove a deterrent. 


xk ok x 


WONDER how insurance companies like 

the attitude of the Federal government in- 
sofar as it permits the poisoning of liquor in an 
effort to enforce the Prohibition law. The 
total of alcoholic admissions to the psycho- 
pathic ward in Bellevue Hospital, New York, 
since Christmas Eve is now over 222 and hun- 
dreds of deaths from poison liquor have oc- 
curred throughout the year. Of course, not all 
those who were incapacitated or who died by 
reason of poisoned liquor were insured, but it 
is safe to say that a sufficient number of them 
carried life or health insurance to swell the 
indemnity payments to a large total. It is 
barely possible that the government’s “kill to 
cure” methods in this direction do not meet 
with the wholehearted approval of underwrit- 
ers and stockholders. 

* ok * 


N making a plea for safety from automo- 

bile accidents during 1927, Thomas P. 
Henry, president of the American Automobile 
Association, stressed the importance of the hu- 
man factor when he said: “We need model 
motorists and model pedestrians just as much 
as we need safe brakes, safe headlights and 
safe highways.” 

* %*« x 


ECENTLY John L. Mee, vice-president 

and superintendent of agents for the Na- 
tional Surety Company, advocated a National 
Insurance Day. Why not? Several States 
now have an annual Insurance Day, but the 
effect that might be gained is largely lost due 
to territorial distances. With all the States 
combined in such a movement, the people of 
the country would gain a better understanding 
of just what insurance means as a protective 
device to ward off financial calamity. Person- 
ally, I think a National Insurance Day might 
be fathered by the Life Presidents Association, 
the Association of Casualty and Surety Execu- 
tives and the National Board of Fire Under- 
writers with the various other associations and 
organizations lending necessary support. 


4 


N the pages of THE Specrator have ap- 

peared from time to time articles laying 
considerable emphasis on the fire insurance con- 
ditions in Cuba. To some may have occurred 
the question: Why all this fuss about condi- 
tions so far from home? An excellent answer 
to such a question is the little article printed 
below and taken from a recent issue of the 
New York Journal of Commerce: 

“The bad fire at Santiago de Cuba has called 
forth some comments on the inadequacy of the 
fire rates in Cuba, especially on sugar in stor- 
age. One underwriter who handles a large 
amount of Cuban business says that the loss on 
60,000 bags of sugar burned at Santiago de 
Cuba will amount to about $500,000. In 1917 
there was a $500,000 loss on sugar in storage 
at Cardenas and in 1924 a loss of $1,250,000 on 
sugar at Puerta Tarafa. These three losses 
alone, to say nothing of the numerous small 
ones which have occurred, aggregated about $2,- 
250,000. 

“Sugar in storage in Cuba is written at a 
rate of 30 cents in massive buildings and 4o 
cents in frame buildings. It usually is written 
for a deposit premium based on a 40 cents rate 
and adjusted after the average amount that was 
stored in massive and frame buildings has been 
reported. As the sugar is stored for an aver- 
age of four months, the companies carry liabil- 
ity on about three lots of sugar in each ware- 
house in the course of a year. Cancellation un- 
der these reporting covers is pro rata. 

“It is estimated that the premiums received 
by the companies at these rates average $250,- 
000 to $300,000 a year, so the three big fires 
and numerous little ones in the past ten years 
have virtually burned up the entire premiums 
income received on sugar in storage in that 
period.” 


* ok x 

66 BAD beginning means a good ending” 
—I have heard and mafy a time 

and oft have sought consolation herein. 


Well, now we've all just experienced New 
Years and maybe, and maybe not, it explains 
why this colored gentleman (red headed, you 
know) can’t be original to save his life and 
therefore is compelled to resort to the shears 
and clip for you—well, as they say in the tab- 


loids, “What of it?” and dig right into the dirt: © 


Here’s a story from a clever department in 
Fire Engineering : 

“Hello, Jake,” yelled one of the volunteer 
firemen as he met another in the postoffice. 
“Why don’t you come down to the weekly 
dances at the fire hall?” : 

“Ho-ho! Dances!” said Jake. “I couldn’t 
never learn to dance.” 

“You could too! It’s dead easy,” replied the 
other volunteer. “All you got to do is to keep 
turnin’ around and wipin’ your feet.” 
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A STORM WARNING 

HERE are indications that the lot 

of the fire or casualty underwriter 
will not be an altogether happy one dur- 
ing the next few years. The fire insur- 
ance companies have been having troubles 
in their efforts to either advance rates or 
to prevent rate reductions in certain 
States, and court actions in such cases 
are still pending. 

In Massachusetts, where a compulsory 
automobile insurance law has been en- 
acted, an effort is being made to compel 
liability insurance companies to write 
automobile risks regardless of their own 
conclusions as to the desirability of such 
risks. Such a procedure would appear 
to be confiscatory and it is doubtful if a 
ruling requiring an insurance company 
to write a certain risk or class of risks 
could be enforced. Nevertheless, the 
companies may be compelled to fight 
such a ruling, and the fact that some of 
them may, in their good judgment, de- 
cline to write risks which they regard as 
unprofitable, may be cited by agitators 
as ground for the establishment of a 
State insurance fund. In fact, the regis- 
trar of motor vehicles of Massachusetts 
is already advocating the establishment 
of such a fund. 


A somewhat parallel case may develop 
also in fire insurance. There has been 


considerable discussion of late concern- 
ing the unprofitable character of farm 
insurance, and certain companies have 
either cut out farm insurance wholly or 
in certain districts, or are only accepting 


the best risks of this class. This action 
is arousing antagonism against the insur- 
ance companies, and it is very likely that 
it may lead to legislative action, with the 
ultimate possibility of a State fund to 
write such risks. 

The astute politician is quick to avail 
of any opportunity to attack a class of 
concerns such as the fire or casualty 
stock companies, in the alleged interest 
of his constituency. In fact, there are 
rumors that in one agricultural State, at 
least, plans are already being formed 
along this line. The members of a bar 
association in a certain city had the idea 
presented to them, together with allega- 
tions of huge underwriting earnings 
made by the fire insurance companies, 
and the association was nearly stampeded 
into a vote of approval of the scheme. 
Fortunately, however, one level-headed 
member, who was better informed as to 
the actual situation in the fire insurance 
business, was able, by his presentation of 
facts, to prevent such an endorsement of 
a proposed attempt at inimical legislation. 
If more business and professional men 
were acquainted with such facts as are 
presented in the annual tables in THE 
SPECTATOR, which show, for example, a 
fire underwriting loss in 1925 of .4 per 
cent of the underwriting income of the 
100 largest companies, and a similar rec- 
ord for the last ten years showing a loss 
of .28 per cent of underwriting income 
for the 100 leading companies, it might 
not be so easy to arouse sentiment antag- 
onistic to insurance companies. 


The situation is much the same in the 
case of the 100 leading casualty, surety 
and miscellaneous insurance companies, 
which, in 1925, as shown in THE SPEc- 
TATOR, made a loss of 1.7 per cent of 
their underwriting income and in the last 
decade made a profit of but .1 per cent 
of underwriting income. 


Considering the general fairminded- 
ness of the American people, there is 
little doubt that the prejudice against fire 
and casualty insurance companies, which 
either exists or is so easily aroused, is 
due in a considerable measure to the igno- 
rance of most people concerning the 
actual results of the business. A cam- 
paign of education which would better 
inform business men, bankers, lawyers, 
etc., as to the generally unprofitable un- 
derwriting results among fire and cas- 
ualty insurance companies, ought to be 


» 





feeling 


helpful in allaying popular 


against such companies. 

. SOMEWHAT higher death rate 
A for 1926 than for 1925 is in- 
dicated by the health index issued by the 
Department of Commerce, the death rate 
per 1000 for 64 cities having been 13.2 
for 52 weeks of 1926, as against 12.7 
for the corresponding period of 1925. A 
graph portraying the course of the death 
rate by months shows that the peak for 
1926 was reached in March, when the 
rate was in excess of 19 per thousand, 
from which it declined to about 10.6 in 
August, with a gradual increase since to 
about 13 per thousand. Industrial com- 
panies reported 66,348,549 policies in 
force December 25, compared with 62,- 
446,446 a year ago; their death claims in 
the week ending December 25, 1926, 
numbered 11,629, against 9652 in the 
corresponding week in 1925, and the 
number of death claims per 1000 policies 
in force (annual rate) increased from 
8.1 in 1925 to 9.1 in 1926. If the in- 
dicated increase in death rate holds 
among all insured lives, the proportion 
of actual to expected death losses may 
show a slight increase for 1926 over 
1925; but as the actual mortality in 1925 
for companies writing ordinary business 
only was 50.88 per cent of the expected, 
and for industrial companies was 58.48 
per cent, it is manifest that the indicated 
increase in mortality will not affect the 
ratio of actual to expected to any con- 
siderable extent. Most life insurance 
companies are maintaining or increasing 
their dividend schedules for 1927. 








& an article in the New York Evening 
Post, Frederick H. Ecker, vice- 
president of the Metropolitan Life Insur- 
ance Company, of New York, states that 
the increase of new life insurance written 
last year, of six per cent over that of 
1925, is “highly satisfactory but not at 
all surprising.” He takes the position 
that the estimated amount of new busi- 
ness last year, $16,383,000,000, while es- 
tablishing a new record, cannot be re- 
garded as a peak, but merely as another 
point on the steady upward curve which 
represents the progress of life insurance 
sales through the last twenty years, and 
that gives every promise of continuing 
without a break. Mr. Ecker refers to 
the inadequacy of the life insurance held 
by most men, but speaks hopefully of the 











Life Insurance 
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better opportunities for their getting 
more nearly sufficient protection, with 
the added facilities afforded by group in- 
surance at low cost and without medical 
examination, and by the continued lib- 
eralization of monthly premium ordinary 
insurance. As to general business condi- 
tions, Mr. Ecker views the prospects for 
the current year with conservative op- 
timism. As he is in excellent position to 
judge business conditions, the life insur- 
ance world may confidently anticipate 
making a better record in 1927 than in 
the year just closed. 


Bankers Life Company Schools 

Des Mornes, Iowa, December 31.—During 
January the Bankers Life Company of this city 
will hold four schools of instruction for the 
members of the field force. The aggregate af- 
tendance is expected to exceed 1000. The se- 
ries of schools will open in Miami, Fla., where 
members of the Gold Medal Club will assemble 
at Hotel Nautilus, January 5, 6 and 7, for their 
annual meeting. 

On January 10 and 11, 300 Bankers Life 
salesmen will meet at Hotel Sinton in Cincin- 
nati for the first of three two-day regional 
schools. 

The second school will be held at Hotel Stat- 
ler, St. Louis, January 13 and 14. Approxi- 
mately 450 are expected to be in attendance 
there. 

The last school will meet in Seattle at Hote! 
Olympic, January I9 and 20. 

Officers of the company in attendance will 
be: Gerard S. Nollen, president; W. S. Ayres, 
vice-president and general counsel; W. W. 
Jaeger, vice-president and director of agencies: 
O. B. Jackman, assistant director of agencies; 
Dr. Ross Huston, medical director; E. McCon- 
ney, actuary, and B. N. Mills, assistant secre- 
tary and advertising manager. 


Graham C. Wells Has New Partner 

Graham C. Wells, general agent in New 
York of the Provident Mutual Liie Insurance 
Company, has announced that Clancy D. Con- 
nell has become his partner. The. agency will 
be known as Wells & Connell. Mr. Connell 
has been associated with Mr. Wells for a num- 
ber of years. He is a graduate of Hamilton 
College and is a member of the executive com- 
mitee of the Life Underwriters Association of 
New York. Mr. Wells is a former president 
of the National Association of Life Under- 
writers. 


Frederick White on Trip Around World 

After spending the holidays in the East, 
Frederick White, president of White & Odell, 
Inc., Minnesota State agents for the North- 
western National Life Insurance Company oi 
Minneapolis, sailed January 1 from San Frar- 
cisco for a trip around the world on the 
Steamer Belgenland of the Red Star Line. The 
party will visit the Hawaiian Islands, Japan, 
China, the Philippines, Dutch East Indies, 
Malay States, India, Ceylon, Egypt, Palestine, 


Italy, the Riviera, Spain, and will return to 
New York, April 24. 


Great Western Life Conference 

Des Mornes, Iowa, January 3.—Officials of 
the Great Western Insurance Company are 
making plans and arranging programs for the 
home coming conference and silver jubilee to 
be held January 11, 12 and 13. 

The first general business session for ihe 
agents and other workers attending the con- 
ference will be held Tuesday afternoon. All 
meetings are to be held at the Hotel Fort Des 
Moines. Three hundred persons are expected 
to attend. Addresses by H. B. Hawley, presi- 
dent, and others, and discussions will take up 
the hours allotted to business. 





Metropolitan Life Breaks Loan Records 

The Metropolitan Life Insurance Company in 
1926 broke all its previous housing loan rec- 
ords by authorizing 22,150 loans for a total of 
$141,682,337, which exceeds the 1925 figure by 
approximately $40,000,000. 

Authorization of the loans was made prin- 
cipally for the purpose of constructing one and 
two family dwellings and moderate-priced 
apartment houses. The housing provided ac- 
commodations for 33,947 families, as compared 
with 25,400 in the preceding year. The greater 
number of loans were made outside of Greater 
New York, the total number of dwellings being 
21,228 and 390 apartment, for a total of $111,- 
817,687, accommodating 28,659 families. Hous- 
ing conditions were materially bettered thereby. 
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All insurance men know to what tremendous propor- 
tions group insurance protection has grown within 
recent years. Its worth as a safeguard for the men and 
women who comprise industry's great army is being 
attested to constantly by valiant service in the relief of 
distress, and daily endorsement of the group idea 1s 
found in the number of additional cases written. 


But a study of group insurance reveals an interesting 


Beneficiaries of group insurance claims and their 
associates have learned the value of adequate protec- 
tion as 1t might never have been taught to them 1n any 
other way. Having been convinced of its wisdom, they 
have sought further safeguard for themselves through 
other policy forms, and it 1s these latter sales that are 
the children of group insurance—cases that might 
never have been written were it not for the object lesson 
taught by group insurance. 


This is one of the many forms of protection that 
may be placed with The Prudential by agents and 
brokers through this company’s Ordinary agencies, 
located in virtually all large cities in America. 


Insurance Company of America 


Home Office, Newark, New Jersey 


By Groups 


The Prudential 


Epwarp D. DUFFIELD, President 
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LIFE INSURANCE 





PHOENIX MUTUAL PLAN 


Provides for Salesmen During Old 
Age or Disability 








RENEWAL INCOME STABILIZED 





Selling Force Protected Against Loss of 
Earning Power by Carefully Worked 
Out Scheme 
The Phoenix Mutual Life Insurance Com- 


pany of Hartford has just announced what is 


probably the most complete and far-reaching 
plan for the protection of its selling force that 
has ever been devised by American industries 
for any like purpose. The plan includes not 
only a retirement income provision for the 
salesman, but also an income in the event of 
total and permanent disability. A preliminary 
announcement appeared in THE SPECTATOR sev- 
eral months ago. 


It is a well-known fact that life insurance 
salesmen derive their income from a commis- 
sion on the first premium of each policy sold. 
Then as a service fee, the agent earns a small 
commission on each renewal premium for a 
number of years thereafter, the number de- 
pending on the volume of business the agent 
produces. 


In other words, a salesman’s income is de- 
pendent solely upon his own ability and his own 
efforts. When he works hard, he earns a good 
income. But he is always facing the necessity 
of laying aside for the inevitable rainy day of 
his declining years, and the possibility that 
physical disability might at any time cut off his 
earning power completely. 

The Phoenix Mutual has met this situation 
in this way: For each year of service under 
the company’s standard full-time contract be- 
fore age 65, each agent is to be awarded three 
credit points. For each year of service after 
age 65, he is to have four points. And for the 
benefit of the present organization, for each 
year of similar service prior to January I, 1924, 
the agent is to receive one point per year. 


At age 65, the agent does not have to quit 
work if he does not want to. Automatically, 
he becomes entitled to an income, and it is 
determined as follows: The total sum of the 
points he has earned through his years of ser- 
vice are multiplied by the percentage of his 
policies that have remained in force *for ten 
years. The result represents the percentage of 
his renewal income that will be guaranteed to 
him for life, provided he has served the com- 
pany at least twenty years. And this guaran- 
tee cannot fall below 50 per cent of his aver- 
age renewal income during the preceding ten 
years. 


To illustrate: An agent enters the employ 


of the Phoenix Mutual in 1926 at age 30. At 
65, he will have served thirty-five years and 
will have earned three points each year, or a 





total of 105 points. If, then, at that time, 75 
per cent of the policies he has written during 
the preceding ten years remain in force, 75 
per cent of his total of 105 credit points be- 
comes the percentage of his renewal income 
that will be paid to him for life. In this case, 
the result would be 78.75 per cent. Thus, if 
his average renewal income for the preceding 
ten years was $4000, he will immediately be- 
come entitled at age 65 to a life income of not 
less than $3150. 

And he does not have to quit work. He can 
continue to write business and earn further 
commissions. In consequence, five years later, 
he may have added twenty points to his credits, 
and then his guaranteed income would be raised 
to $4687 instead of $3150. 

This new arrangement is called a renewal in- 
come stabilizing plan, because the old age in- 
come is provided, first, frofn earned renewal 
commissions, and then the stabilizing fund steps 
in to keep the amount of the income level at 
the minimum amount determined as above de- 
scribed. 

In addition, there is a disability benefit for 
those who have served at least one year. For 
it, the company charges a premium of $1 a 
month. In the event of total and permanent 
disability before age 65, the agent becomes en- 
titled to an income out of his renewals and 
the stabilizing fund of not less than $75 a 
month if he is disabled during his second year 
of service. If he is disabled during his third 
year, the income would be $80 and so on up to 
a maximum of $125 amonth if disabled during 
the twelfth or any subsequent year. In any 
case, however, if 50 per cent of the renewal 
income earned by the agent in the year prior 
to disability is in excess of the above amount, 
he then becomes entitled to the full 50 per cent 
during disability. 

These benefits cease if the premium is not 
paid, but all premiums are waived during dis- 
ability. The premiums also cease after twenty 
years of service, if the agent so desires, but if 
he wishes to continue them, he may, and in that 
way he will increase his benefits. 


Criticizes Frills 
(Concluded from page 3) 


cism from Mr. Cleary as lacking the personal 
service feature, which is one of the strong 
points in life insurance. Wholesale selling, ac- 
cording to him, tends to and may actually elimi- 
nate the life insurance agent. In making this 
point, Mr. Cleary was vociferously applauded 
by his agents. 

In closing, Mr. Cleary said that life insur- 
ance in this country has developed in cycles, 
the present being one of volume. He stated 
it as his belief that as a result standards of 
company management are suffering. 
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GAINS SHOWN 





Life Companies Report More Busi- 
ness Than in 1925 





TRAVELERS WROTE OVER BILLION 





New York Life and Illinois Life Also Show 
Big Increases 

The figures of the various life insurance com- 
panies, especially as to new business written, 
will be particularly interesting this year. There 
have been many rumors of decreases since last 
year and it seems to be generally accepted that 
the increases will not be as great as last year. 
There} have been many rumors afoot of efforts 
to force production, while, on the other hand, 
many executives have expressed much satisfac- 
tion with the results they have been obtaining. 

Reports so far received by THE SPECTATOR 
indicate that most companies will show gains 
in new paid-for business over the similar fig- 
ure for 1925. Indications are that the last few 
months of the year have been better than were 
the spring and early summer months. The 
enormous amounts of group insurance written 
will undoubtedly bolster up the figures of many 
companies and agents will look to results of 
general agencies quite as sharply as to those 
of companies in order to correctly interpret 
the trends of the business. 

Preliminary figures relating to the 1926 busi- 
ness of some of the life insurance companies 
are presented below. Excellent progress last 
year is indicated. 

Illinois Life, Chicago.—Insurance in force, 
December 31, 1926, over $173,000,000, an in- 
crease of $6,000,000; admitted assets, $32,250,- 
000, an increase of $3,000,000; capital, surplus 
and special funds, over $7,000,000, an increase 
of $1,000,000. 

Travelers, Hartford.—Life insurance written 
in 1926, over $1,021,000,000, an increase of 
nearly $40,000,000; life premiums, over $83,- 
800,000, an increase of over $10,000,000. 

Berkshire Life—Paid-for business in 1926, 
$34,614,000, representing a gain of 40 per cent. 

New York Life—Paid-for business over 
$900,000,000. In 1925 the company wrote $844,- 
800,000. 

United States Life—Insurance in force 
December 31, 1926, $29,341,527. New paid-for 
business exclusive of additions and revivals $4,- 
036,369. 


Yellowstone Mutual Licensed 

Announcement has been made of the licens- 
ing in Colorado of the Yellowstone Mutual 
Life Insurance Company of Casper, Wyo. The 
company will operate on the mutual legal 
reserve plan. Incorporators are: R. F. 
Marquis, C. A. Barton, A. H. Stewart, Byron 
S. Hine, G. W. Ferguson. 
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Effort to Repeal Robertson Law on Foot 

AustTIN, Tex., January 3.—Repeal of the so- 
called Robertson Insurance Law will be pro- 
posed at the coming session of the Texas Legis- 
lature, which convenes on January II, it was 
ascertained here. This is the law which re- 
quires out of State life insurance companies 
doing business in Texas to invest 75 per cent 
of their legal reserve on Texas business in 
Texas securities. The enactment of this law 
about 19 years ago was the cause of the witi- 
drawal from the Texas field of 21 of the lead- 
ing life insurance companies from the State 
because they refused to comply with the terms 
of the act. Since that time, however, several 
of the companies that withdrew have since re- 
turned, but the New York Life, the Equitable 
Life and other of the larger companies persist- 
ently refused to return unless the State waived 
back taxes and penalties now running into the 
millions. 

It is said that James E. Ferguson, former 
Texas governor, who has been consistently uop- 
posed to this law, is to assist in the efforts to 
repeal the law. The former governor, and his 
wife, Governor Miriam A. Ferguson have ¢n- 
gaged quarters at one of the hotels here and 
will spend the winter here during the session 
of the legislature, so that Ferguson may be on 
the ground in his efforts to have this law wiped 
off the statute books. 


Union Labor Life Preparing to Start 

WasuinctTon, D. C., Jan. 3.—Subscriptions 
for stock in the new Union Labor Life Insur- 
ance Company, the books on which will close 
January 31, will exceed by more than $20,000 
the goal of $600,000 originally set, it is an- 
nounced by officials of the company. So far, a 
total of $601,000 has been paid in, it is stated. 

The company will engage in business begin- 
ning February 1, headquarters having been ac- 
quired at 1701-11 Connecticut avenue, Wash- 
ington, where more than 5500 square feet of 
floor space will be available. Policy forms, 
application blanks, rate books and other matter 
are now in the hands of the printer, and within 
a few days contracts will be signed with the 
experts who will handle the insurance end of 
the business. 


A. B. Johnson Agency in New Location 

The A. B. Johnson Agency of the Equitable 
Life Assurance Society of the United States 
has leased space in the big new Graybar build- 
ing, now being added to the popular Grand 
Central Terminal Unit. 

A. Broaddus Johnson, recently appointed 
manager of this agency, states that the agency 
will occupy temporary quarters at 1440 Broad- 
way until about April 1 when he expects to 
occupy the new offices in the Graybar building. 

This building will have a forty-four foot 
concourse leading into the Grand Central Sta- 
tion and forming the principal Eastern entrance 
to that great terminal, and will be the largest 
office building above ground in the world. It 
was designed by Sloan & Robertson, and is be- 
ing built by the Todd, Robertson, Todd 
Engineering Corporation. Eastern Offices, Inc., 
are the owners. 





INDUSTRIAL MONTHLY 
PREMIUM 


Metropolitan Life Announces New 
Policy 








MEETS PRESENT ECONOMIC 
CONDITIONS 





New Plan Putting Monthly Premium 
Business in Industrial Department 
Believed to Be of Distinct Ad- 
vantage to Policyholders 

Haley Fiske, president of the Metropolitan 
Life Insurance Company, has just issued a let- 
ter to his agents in explanation of the new in- 
dustrial monthly premium policies which the 
company began issuing on the date of January 
1. In September, 1925, the company began is- 
suing policies for $1000 or upward on a monthly 
premium basis at practically the same rates as 
were being charged for the quarterly premium 
policies regularly issued by the company. The 
business was very successful and as of Decem- 
ber 1, 1926, more than $200,000,000 had been 
put on the books of the company. Concerning 
the new arrangement, Mr. Fiske says: 

Because of the large amount of monthly pre- 
mium business that was being issued, the com- 
pany concluded early in 1926 that it would he 
economically feasible and would be of distinct 
advantage to policyholders to place these ordi- 
nary monthly premium policies on a debit sys- 
tem similar to that employed for weekly pre- 
mium insurance. Under the debit system, as 
you know, the agent calls at the homes of the 
insured or at their places of business each 
month for the monthly premium. As in the 
case of weekly premium insurance, the agent is 
compensated on the basis of “increase” and is 
paid a regular collection salary for the care 
of the business. Within the last two or three 
months, the installation of the debit system has 
been completed and the monthly premium busi- 
nes is now under that system. 

The success of the ordinary monthly pre- 
mium business brought up the question as to 
whether industrial policies of $500 and upward 
could not be written on a monthly basis. In 
consequence the Metropolitan will issue indus- 
trial monthly premium policies from $500 to 
$800 subject to the limitations of the New York 
Insurance Law up to age 14%. In explaining 
these policies Mr. Fiske says: 

_ Because the industrial monthly premium poli- 
cies are designed, in the main, for the same 
classes of risks as have been applying for 
weekly premium insurance of from $500 to 
$1000, the policies will be similar in their gen- 
eral nature to weekly premium contracts. They 
will contain the provision that in case of lapse 
after payment of premiums for three years, the 
insurance will become automatically paid-up 
for a reduced amount. Cash surrender values 
will be payable after ten years. There will be 
no loan values. The grace period will be thirty- 
one days instead of four weeks. The policies 
will contain the usual facility of payment 
clause, which experience has proved to be wise 
and helpful in properly awarding the benefits of 
industrial insurance. The policies will be 
participating, with dividends payable in such 
manner as is determined by the company with 
the approval of the Superintendent of Insur- 
ance of the State of New York. There will be 
the option, customary in industrial policies, to 
surrender the policy within two weeks and re- 
ceive back the premiums if its terms are not 
satisfactory to the insured. The incontestabil- 
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ity period is two years, and there is a liberal 
provision for reinstatement. The disability pro- 
vision (for which there is no additional charge) 
will be the same as is in the present industrial 
weekly premium policies. Because of the lower 
premium rates, the new policies will not con- 
tain the provision for a refund of 10 per cent 
if the premiums are paid direct to a district 
office or the home office. Nursing seryice will 
be granted under the same conditions as apply 
in the case of weekly premium policies. 

Mr. Fiske also announces that effective Jan- 


uary I, 1927, the company will not issue more 
than $409 of industrial weekly premium insur- 
ance on a single life during any period of less 
than one year. He feels that with the new 
monthly premium policies available there is no 
good reason for issuing weekly premium poli- 
cies which are more costly to the policyholder 
for $500 or over. 


Sun Life of Canada Seeks Amendment to 
Act of Incorporation 

Notice is given that the Sun Life Assurance 
Company of Canada will apply to the Parlia- 
ment of Canada, at its present session, for an 
act amending its Act of Incorporation, and cer- 
tain amending acts thereof, by increasing its 
capital stock, defining and limiting the propor- 
tion of its profits which shall accrue to share- 
holders, altering certain restrictions on the 
qualifications of its directors and certain re- 
strictions as to signing of policies, cheques and 
other instruments, making certain provisions as 
to investments more in accord with the Insur- 
ance Act, 1917, and for other purposes. 


Bankers Life of Nebraska to Celebrate 

The fortieth anniversary of the Bankers Life 
Insurance Company of Nebraska will be cele- 
brated on the oth, roth and 11th of February 
at the home office in Lincoln. 

Everyday problems of the man in the field 
will be gone into and discussed, as well as the 
methods and practices of the company. Repre- 
sentatives have qualified from each of the six- 
teen States in which they are operating and it 
is very evident that this convention will be one 
of the largest ever held by the company. 

The close of the calendar year should show 
for the Bankers Life approximately $117,000,- 
000 of insurance in force. 


George Loesch Goes With Travelers 

On Monday, George Loesch, of the George 
{.oesch Associates, will become general agent 
of the Travelers in New York. Several of his 
present associates will form the nucleus of this 
new agency organization, which will probably 
be situated uptown. 

Mr. Loesch in the past has been associated 
with the New York Life, the Manhattan Life 
and the Etna. Since last August, he has been 
associated with the Hart & Eubank Agency 
of the A&tna Life. 


—The Ohio State Life of Columbus sends out a 
very legible wall calendar with monthly sheets, which 
also carries yearly calendars for 1926, 1927 and 1928. 


—Report of the chief Registrar of Friendly Socie- 
ties for the year 1925 has been issued in London. 
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PHOENIX MUTUAL’S NEW RULES 
Increases Opportunities Under Non-Medi- 
cal Plan 


The Phoenix Mutual Life Insurance Com- 
pany of Hartford, Conn., has announced to its 
agents that it is now ready to write a total 
of $10,000 on a single risk under what is known 
as a selective risk plan. The limit which may 
be issued within any twelve-month period 1s 
$5000 and the total limit is $10,000. This in- 
surance is sold to applicants between the ages 
I5 and 45 inclusive, under life or endowment 
plans without medical examination except in 
those States where it is required by law. 


A plan has also been announced whereby 
present policyholders of the company may ap- 
ply for new insurance up to the amount of $15,- 
000 between ages 18 a:.d 45 and $10,000 be- 
tween ages 46 and 55 without new medical 
examination, if the applicant is between 18 and 
35 and has been examined within four years, if 
the applicant is between 36 and 45 he must 
have been examined within three years, and if 
between 46 and 55 he must have been examined 
within two years. His total insurance under 
the selective risk plan must not exceed $15,- 
ooo and his total with the company must not 
exceed $100,000. 


Texas Companies to Increase Capital 


AusTIN, TEx., Jan. 3—Amendments to the 
charters of two Texas insurance companies to 
provide for increases in capital stock have been 
authorized by the attorney general’s department 
here. 


The Trinity Fire Insurance Company of 
Dallas was authorized to amend its charter to 
provide for increasing its capital stock from 
$500,000 to $650,000 with an additional contri- 
bution of $150,000 to the surplus and the Union 
Standard Life Insurance Company to increase 
capital stock from $136,000 to $146,000. 


J. D. Bookstaver Luncheon 


J. D. Bookstaver, general agent of The Trav- 
elers Insurance Company, held a luncheon for 
his agents on Monday of this week at which 
time he was able to definitely announce that 
his organization again led the general agencies 
of The Travelers in production. The agency 
wrote over $21,000,000 in 1926. It led The 
Travelers for the seventh consecutive year. 


Meyer Anstreich was the principal personal 
producer of the agency but his record was not 
announced. 


Manufacturers Life Insurance Company 
Appoints Assistant Secretary 


At a recent meeting of the board of directors 
of the Manufacturers Life Insurance Company, 
R. E. Dowsett was appointed to the position of 
assistant secretary. Mr. Dowsett is a graduate 
of the Queens University, Kingston, Ontario, 
and entered the service of the company in No- 
vember, 1915. Mr. Dowsett is an Associate of 
the Institute of Actuaries of Great Britain and 
a Fellow of the Actuarial Society of America. 


GETS NEW TITLE 
E. C. Sparver Made Supervisor of Publi- 
cations of Connecticut General 

At a meeting of the board of directors on 
December 24, 1926, E. Chester Sparver was 
elected supervisor of publications of the Con- 
necticut Mutual Life Insurance Company of 
Hartford. 

Mr. Sparver first entered the service of the 
company in 1916 as an agent in the Scranton, 
Penna., general agency. The World War 
found him in the air service, where he served 
for nearly two years. After peace was de- 
clared, he returned to Scranton as supervisor 
of agents, later joining the home office. 

Under Mr. Sparver’s direction, a definite pol- 
icy of publicity has been developing in the 
agency department for some time past. 

Mr. Sparver graduated from Pennsylvania 
State College, after which he engaged in re- 





E. C. SPARVER 


search work at the University of Wisconsin 
for the two years following. In addition, Mr. 
Sparver has done some specialty advertising 
work, and for three years had charge of the 
course in salesmanship at Hillyer Institute of 
the Hartford Y.M.C.A. He has also been ac- 
tive in the work of the Hartford Advertising 
Club and the Insurance Advertising Conference. 


The Convention Year Book, 1926 

The life and accident edition for 1926 of 
The Convention Year Book has been issued 
by the Convention Year Books Company. This 
volume contains many of the best addresses of 
the year, concerning such live topics as busi- 
ness insurance, inheritance tax insurance, the 
approach, budgets, lapses, programs, trust 
funds, etc. Among the prominent men whose 
ideas and experiences are perpetuated in this 
work are: Darwin P. Kingsley, Dr. S. S. 
Huebner, Griffin M. Lovelace, M. Albert Lin- 
ton, Charles Langmuir, Alfred Hurrell, W. T. 
Grant, F. P. Manly and Stewart M. La Mont. 
The book, which sells at $3, contains 537 pages, 
and is copiously indexed. 
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NORTHWESTERN MUTUAL LIFE 
: MEETING 
Agents of Eastern States in Session at 
Hotel Pennsylvania 

The twelfth annual convention of the agen- 
cies in the New England, Middle Atlantic and 
South Atlantic States of the Northwestern 
Mutual Life Insurance Company, was held in 
the Hotel Pennsylvania, New York, on Mon- 
day and Tuesday of this week. More than 200 
agents were present. A banquet was held Mon- 
day night at which over 400 agents and guests 
were present. 

Herbert L. Smith, general agent of the cotn- 
pany in Harrisburg, Penna., was general chair- 
man of the sessions. The entire first day was 
taken up with the sales clinic conducted by 
John J. Hughes and John P. Davies, assistant 
superintendents of agencies. 

On Tuesday morning there were four ad- 
dresses, the subject and speakers being as fol- 
lows: The company, Percy H. Evans, actu- 
ary; the agency, W. F. Atkinson, general agent 
in Brooklyn; the agent, W. E. Rowey, New- 
ark; the policyholder, Hon. Martin L. Davey, 
congressman from Ohio. A luncheon confer- 
ence concluded the meeting. At this conference 
Charles H. Parsons, superintendent of agen- 
cies, addressed the convention on the subject 
the Challenge of Life Insurance Salesmanship. 


Bourne’s’ Insurance Directory for 
1926-1927 

A very comprehensive work is that well- 
known English book bearing the title of 
Bourne’s Insurance Directory, the 1926-1927 
edition of which has just been issued by Stone 
& Cox. Among the data presented are In- 
surance Acts; Board of Trade summaries; 
tables showing funds, new business, premium 
income, expenses of management; expense 
ratios; interest, claims and surrenders, of all 
life offices; stamps, fees, etc.; bonuses; sur- 
render values; cash values of bonuses; rates 
for immediate annuities and deferred annuities ; 
premiums for various kinds of policies; share 
list; expectation of life tables; decimals; in- 
terest tables; amalgamations, etc.; directory of 
head offices; list of assessors, brokers, agents, 
etc.; directory of officials and branch offices, 
and directory of insurance institutes, etc. 

Bourne’s Insurance Directory embraces 
nearly 1000 pages, is substantially bound, and 
may be procured at $8.25 per copy through 
The Spectator Company. 


Bourne’s Handy Assurance Manual, 1926 
Edition 

The 1926 edition of the English work entitled 
Bourne’s Handy Assurance Manual has been 
issued by Stone & Cox. It contains 5 years’ 
statistics of funds and business of all British 
life companies; expense ratios; interest, 
claims and surrenders; valuation returns; an- 
nual bonuses; premiums, whole life and endow- 
ment insurance; miscellaneous rates; cash value 
of bonuses; effect of compound bonuses, ete. 
This book of 238 pages may be procured 
through The Spectator Company at $1.50 per 
copy. 
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THE CHANGING ORDER 


Few people realize how completely the age of individuality in living has passed away. 
Not so long ago the farmer raised everything that his family ate, except sugar, tea 
and coffee, and some made their own sugar and a coffee of sorts. 


He and his wife and the boys and girls manufactured nearly everything they wore. 
That was independence, but it made life hard and narrow. 


At first slowly, then very rapidly, the great change has come. Everybody is a 
specialist, and everybody depends on others. Life has become co-operative. 


As a result the producing individual becomes increasingly powerful and valuable. 
But tragedy and disaster usually follow his premature death or disability. 


Through death or disability the producer defaults in the co-operative contract and, 
so far as his dependents are concerned, the entire social program breaks down, unless 
the value of the worker can in part be translated into cash, enabling dependents to go 


on with the contract. 
This calls for co-operation which outreaches both disability and death. 
Life Insurance on the mutual plan outreaches both death and disability. 


For the mass of men who die in their producing years, with few assets except their 
earning power, Life Insurance is as necessary as water under a ship or steam behind the 


piston rods of a locomotive. 


Society would have had to invent Life Insurance as it progressed into the era of co-opera- 
tion had Life Insurance as a matter of fact not illustrated and applied the principle of co- 
operation long before it appeared in industry and living. 


LIFE INSURANCE IS THE INDISPENSABLE COROLLARY OF THE 
“MODERN PROGRAM OF LIFE. 


It has preached and prophesied for many years. 
To its claims men now listen gladly. 


Its growth in recent years has been marvelous; but as expressed in its balance-sheets 
and in its outstanding insurance, it still pitifully fails to express the value of human 


life. 

It is nevertheless unmistakably changing the picture of society. 

It is the sinking-fund which meets the demands of death—the obligations that mature 
with the passing out of every worth-while life. 

Think about these truths. 

Recognize the new order. 

Put yourself in harmony with it. 

See one of our ten thousand agents. He will complete the story. 


NEW YORK LIFE INSURANCE COMPANY 
DaRWIN P. KINGSLEY, President. 
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JOINS AMERICAN CENTRAL 
Henry Camp Harris in New Connection 

The American Central Life Insurance Com- 
pany of Indianapolis has announced the ap- 
pointment of Henry Camp Harris of Dallas 
to the post of superintendent of North East 
Texas. 

Mr. Harris is a man of long experience and 
wide acquaintanceship in both newspaper and 
life insurance ‘Circles, being one of the Lone 
Star State’s most prominent underwriters and 
organizers. He is a native of Texas, having 
been born at Henderson on January 10, 1885, 
and educated at the University of Texas. His 
early activities were in journalistic work, fol- 
lowed by connections with the Reliance Life as 
supervisor for Texas and the American Life 
Reinsurance Company as agency manager. Mr. 
Harris has twice held the office of president oi 
the Texas Association of Life Underwriters. 
He is a former director of the Dallas Cham- 
ber of Commerce; one of the organizers of 
the Salesmanship Club, which fostered the Or- 
phans’ Recreation Camp project; chairman of 
the finance committee of the Lake Dallas Cam- 
paign—the new five million dollar water supply 
enterprise; and a member of the Dallas Coun- 
try Club, the Athletic Club, the University 
Club, and the East Dallas Christian Church. 

Mr. Harris is a remarkable producer of per- 
sonal business, specializing on monthly income 
insurance, and has also met with exceptional 
success aS an organizer and trainer of sales 
forces. His connection with the American 
Central is one upon which both parties to the 
alliance may be sincerely congratulated. 


Northern Life Adopts Illinois Standard 

With several of its best sellers already on 
the Illinois Standard of Rates and Values, the 
Northern Life of Seattle, Wash., adopts this 
standard for all its policies issued after Janu- 
ary I. The company also announces an in- 
crease in its dividend scale, to commence with 
the dividend year, May 1. 

The company’s popular “3 in 1” policies now 
include hospital benefits in addition to the regu- 
lar indemnity, as well as physician’s or sur- 
geon’s fees for non-disabling sickness or acci- 
dent. These accident and health riders cover 
up to age 65 for both accident and sickness. 

In addition to its complete line of participat- 
ing policies the company will maintain a non- 
participating department, in which all policies 
running longer than twenty years will partici- 
pate after that time. 

Premiums may be paid monthly in either de- 
partment. The extra charge for quarterly pre- 
miums has been reduced from 6 per cent to 5 
per cent. 

With these changes, which became effective 
January 1, the Northern Life has standardized 
its policy contracts, and broadened its coverage 
in. anticipation of the continued popularity of 
its life, accident and health combination policy. 
The company has had a remarkably successful 
career of more than twenty years, pioneering 
the field of complete coverage with its “3 in 1” 
policy. 





APPEAL IN NEBRASKA 





Northwestern National Decision Goes 
to Supreme Court 





COMPANIES AWAIT RESULT 





Belief Is That Many Companies Are Not 
Affected—Will Not Announce Plans 

Omana, Nesr., Jan. 4.—Heads of stock in- 
surance companies in Nebraska, whose com- 
panies have in the past thirteen years trans- 
formed from mutual to stock companies, are 
resting on their oars here for the time being, 
regarding the recent decision in district court 
at Lincoln, Nebr., declaring such transforma- 
tion illegal and unconstitutional. 

The case in point is that of the North Amer- 
ican Life Insurance Company, formerly of 
Omaha now of Nashville, Tenn., which ef- 
fected the transformation in the past few 
years. John P. Leininger, mutual policyholder 
under the old mutual company, brought the 
action, and Judge Fred Shepard, of the dis- 
trict court of Lancaster County, in a recent 
decision, declared the transformation void. At 
first opinion was generally expressed that no 
appeal would be perfected as it would require 
an appeal bond running into millions. How- 
ever, the appeal bond was fixed at $25,000, and 
the appeal to the Supreme Court has been per- 
fected. 

Omaha and Nebraska insurance heads be- 
lieved to be affected by the decision refused to 
be quoted as they said they would await the 
final ruling of the Supreme Court and felt 
satisfied the Shepard decree would be over- 
ruled. Seven Nebraska companies have in re- 
cent years transformed from mutual to a stock 
basis. 

Some who were interviewed, while refusing 
to be quoted, said their case was not parallel 
and would not be affected whether or not the 
ruling is affirmed. At any rate they refuse to 
be dragged into the matter until the case is 
finally settled in the highest court and it can 
be determined exactly wherein the ruling ap- 
plies to their respective companies. 





Southland Life Round-Up 

The Southland Life Insurance Company cof 
Dallas is holding its annual round-up for the 
agency force January 6-7-8 at the Baker hotel 
in Dallas. One of the largest attendances ii 
years is planned because the round-up is being 
held in Dallas where the home office is sit- 
uated. 

The company has had one of the greatest 
years in its history and has written more busi- 
ness than ever before, planning to enter sev- 
eral new States next year. 

A number of southern life insurance officals 
and prominent men will be speakers at the 
round-up and some extremely interesting enter- 
tainment features are planned for the agents 
and their wives. 


—The St. Joseph Life, of St. Joseph, Mo., issues 
a handsome calendar entitled ‘“‘The Cradle of Liberty,” 
showing the famous Liberty Bell in its setting in 
Philadelphia. 


II 





1926 GENERAL AGENCY RESULTS 
Increases Unusual in Writings of General 
Agencies 

Below will be found records of a number of 
general agencies of life insurance companies 
showing the new paid-for life insurance written 
by them in 1926 and generally in the four pre- 
ceding years ‘as well. Most of these records 
show handsome increases for 1926. 

Wm. L. Royall, New York (New York Life) 
—1926, $15,347,782 (including $1,300,000 rein- 
surance) ; 1925, $13,585,005; 1924, $11,989,340; 
1923, $12,504,165; 1922, $6,175,000. 

Harry Gardiner, New York (John Hancock 
Mutual Life)—1926, $8,035,500; 1925, $5,967,- 
000; 1924, $4,567,500; 1923, $3,869,000; 1922, 
$2,983,335. 

Day & Cornish, Newark, N. J. ‘(Mutual 
Benefit Life)—1926, $12,144,598; 1925, $11,- 
643,582; 1924, $8,737,580; 1923, $8,660,400; . 
1922, $8103,100. 

J. D. Bookstaver, New York (Travelers, 
Hartford)—1926, $21,000,000; 1925, $21,000,- 
000; 1924, $18,000,0c0; 1923, $20,000,000; 1922, 
$15,000,000. 

Prosser & Homans, New York (Equitable 
Life, New York)—1926, $15,008,000; 1925,. 
$13,772,281 ; 1924, $11,301,719; 1923, $12,248,- 
732; 1922, $9,578,150. 

I. A. Lewis, New York (Equitable Life, 
New York)—1926, $14,038,909; 1925, $9,993,- 
856; 1924, $8,863,067; 1923, $4,986,000; 1922, 
$2,9653056. 

Sisley & Brinckerhoff, New York (Travel- 
ers, Hartford )—1926, $7,416,000; 1925, $6,469,- 
401. 

Klinger & Probstein, New York (Travelers, 
Hartford)—1926, $8,059,700; 1925, $6,380,518; 
1924, $5,662,708; 1923, $4,644,305 ; 1922, $3,079,- 
152. 

The Johnston & Collins Company, New 
York (Travelers, Hartford)—1926, $18,000,- 
000 ;1925, $16,454,188; 1924, $14,530,799; 1923, 
$12,179,044; 1922, $11,002,045. 

A. H. Curtis, Boston (New England Mu- 
tual)—1926, $7,664,317; 1925, $6,425,331; 1924, 
$6,786,636; 1923, $5,938,273; 1922, $6,387,268. 

Keane & Patterson, New York (Massachu- 
setts Mutual Life)—1926, $11,019,835. 

Jay S. Rupert, Wilmington, Del. (Acacia 
Mutual Life)—1926, $1,203,500; 1925, $1,235,- 
500; 1924, $976,500; 1923, $733,000; 1922, 
$463,000. 

Geo. L. Hunt, Hartford, Conn. (New Eng- 
land Mutual Life)—1926, $3,010,383; 1925, 
$3,030,900; 1924, $2,606,025; 1923, $2,581,990; 
1922, $1,939,117. 

D. Fulton Harris, Washington, D. C. (New 
England Mutual Life)—1926, $728,000; 1925, 
$516,250; 1924, $653,500; 1923, $658,410; 1922, 
$592,500. 

J. Elliot Hall, New York (Penn Mutual 
Life)—1926, $25,330,520; 1925, $20,143,549. 

Geo. A. Kedrick, Brooklyn, N. Y. (New 
York Life)—1926, $12,450,000; 1925, $12,083,- 
397; 1924, $10,208,586; 1923, $8,290,390; 1922, 
$6,002,800. 
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Address Home Office For Agency Connection 


mt HAMPTON ROADS 
FIRE «® MARINE 
Insurance Company 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 
at 


INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 








Reserve for Unearned Premiums ............-- $1,239, 147.00 
CREE CRRUMAOD Soc 56610600 505000 csenccerooees 384,909.00 
SERS AS che Gi cts aww be Rurdioielee $500,000.00 
oe eee ae 1,274,407.00 
Surplus to Policyholders...............---- 1,774,407.00 
IIE ioc ss case cl 6s pciee's os se $3,398, 463.00 
W. BH. PLAMER, Jf... cccccccccccccccccccccccccs Chairman of Board 
BP. Eh, MOL TING. ccccccccccvccccccccccccsteccccccccocences President 
Wa TIS x's bicenn'w0 09's .04.0:5:9 040100 066.6-005086 0000s Eee ee ue Secretary 





REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN RESERVE INSURANCE CO. 


“““of New York 








LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 





115 BROAD ST., HARTFORD, CONN. 














I2 





Out of the way places 


A penthouse, a closet, a storeroom— 
out of the way places, inadequately 
heated—are danger spots in a sprinkler 
system. 


During the winter, freezing is the 
cause of much sprinkler leakage damage. 


Check up on your sprinkler system. 
Make sure that there are no sections un- 
protected from the cold and of course, 
do not overlook the surest protection 
against loss, a Continental Sprinkler 
Leakage Insurance Policy. 






Che CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, NX 


ERNEST STURM, Chairman of the Board 
PAUL L.HAID, President 


CASH CAPITAL“ TEN MILLION DOLLARS 


“America Fore” 


NEW YORK * CHICAGO * MONTREAL ¢ SAN FRANCISCO 











Is It Insured ? 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & COMPANY 


75 Maiden Lane Insurance Exchange 
New York City Chicago, Ill. . 


General Agents - ‘All Risks” Department 


Sait 


Fire & Marine Insurance Co. 
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FIRE INSURANCE 





GEORGE U. TOMPERS 
ELECTED 





Gustav Kehr Retires as President of 
National Liberty 





BECOMES HONORARY CHAIRMAN 





New Head Has Been Active as Vice- 
President and Chairman of Executive 
Committee 

At a meeting of the board of directors of the 
National Liberty Insurance Company held yes- 
terday, Gustav Kehr voluntarily relinquished 
his position as president of the company after 
57 years of continuous service, and George U. 
Tompers was elected to that office. Mr. Kehr 
has been made honorary chairman of the board 
of directors. He has also retired as vice-presi- 
dent of the Baltimore American and_ the 
Peoples National. 

Mr. Kehr was born in New York city, Sep- 
tember 2, 1856, and received a public and pri- 
vate school education. His father, Gustav 
Kehr, was an agent of the National Liberty in 
Brooklyn at that time and it was but natural 
that the son should seek and secure a position 
as office boy at the home office of the company, 
which he did on May 2, 1870. He was indus- 
trious even at that early age and was promoted 
through the various clerical grades to the posi- 
tion of chief accountant. In 1891 he was 
elected assistant secretary of the company, and 
in 1902 he was made secretary. This position 
he held until 1912 when he was elected vice- 
president, and in December, 1923, he was chosen 
to the highest position possible in the company 
—that of president. 

Upon his retirement after more than a half 
century of faithful service, he will have many 
years in which to enjoy the sunset period of 
his life untrammeled by the cares of office. 
Mr. Kehr possesses an unusually lovable dis- 
position, and in retiring from active duties car- 
ries with him the deepest affection and esteem 
of all his associates. 


The National Liberty will, on January 14, 
tender to Mr. Kehr at the Commodore Hotel, a 
testimonial love-feast, when his fellow officers 
and friends will have an opportunity to wish 
for him many, many years of peace and con- 
tentment, free of all business responsibilities. 


George U. Tompers, who succeeds Mr. Kehr 
as president, has been vice-president of the 
company for the past three years. He is also 
president of the Baltimore American and the 
Peoples National, and for some time has been 
chairman of the executive committee of the 
three companies comprising the group. 

Mr. Tompers was born in 1877 in Provi- 
dence, R. I., his forebears being of old Quake: 
stock. He is the head of several corporations 
aside from the companies mentioned and is 
well known in financial and commercial circles. 


He is. possessed of a forceful and magnetic per- 
sonality and is a born leader of men. Since 
his connection with the National Liberty Group 
he has instituted many major improvements for 
the betterment of the service, and it is freely 
predicted that under his aggressive, yet conser- 
vative control, the companies will forge ahead 
with even greater strides than during the past 
few years. : 

The following officers were re-elected: 
Charles H. Coates, vice-president; Norman T. 
Robertson, vice-president; Benjamin  B. 
Weaver, secretary; David C. Thoms, assistant 
secretary; Edward E. Ikier, assistant secre- 
tary; Alfred J. Barrett, comptroller. 

At the annual stockholders’ meeting Benja- 
min B. Weaver, who has been secretary of ihe 
company several years, was elected to succecd 
Gustav Kehr as a member of the board of 
directors. 


A. W. Roberts Joins National Liberty 
Group 


Announcement is made of the appointment of 
A. W. Roberts as special agent for the Na- 
tional Liberty Insurance Company and the 
Baltimore American Insurance Company for 
the State of Florida, effective January I, 1927, 
who will be assisted temporarily by J. A. 
McCorkell. Both will make headquarters in 
Orlando. 


Mr. Roberts has had thorough home office 
training and also served as special agent in 
Florida for one of the large companies. For 
the past year he has been associated with the 
Stembler Insurance Agency, Miami, all of 
which fully equips him to assume supervision 
over this important territory for the National 
Liberty group. 


Ocean Marine During 1926 
(Concluded from page 3) 
ties and articles—petroleum, automobiles and 
such. Our business with South America has 
picked up the best—in fact, the improvement 
is markedly over that with Europe. 

“It’s my candid opinion that it will be several 
years before the country’s foreign commerce 
gets back to pre-war conditions. In other 
words, there are several hard years ahead of 
ocean marine insurance and may these years he 
tempered by decent, sane competition between 
the companies. Some of the most outrageous 
underwriting in the history of the business oc- 
curred during these last few years. For ob- 


vious reasons, I do not care to mention the 
names of certain companies, but I dare say you, 
and all others in touch with the marine situa- 
tion, upon hearing me say this, know to which 
companies I refer.” 
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ARCHIE SURVEYS 
SOUTHEAST 





Finds Fire Insurance Conditions 
Mostly Excellent 





BUSINESS HUMMING 





North Carolina Leading Cotton Output and 
Second in Furniture Manufacturing 


By Lreonarp Woop, Jr. 

Archibald Agent made a flying trip from 
Florida, about which he told you last week, up 
through Georgia, South and North Carolina 
and Virginia. Below is this week’s com- 
munique on fire insurance conditions in these 
States: 

Here I have just canned the old Tin Liz, 
because she wasn’t speedy enough for me— 
couldn’t get me around the country per sched- 
ule—and, like all women, got too darn personal 
whenever I tried to hurry her, and now I find 
myself in a State that has corking roads, and 
building more, and no car! This report, you 
see, is being sent from the Home of the Hump 
—Winston Salem, N. C. If. you’re seen smoxk- 
ing anything but a camel in this city, explana- 
tions are in order. However, you’re perfectly 
safe. You won’t be knocked down or anything 
like that, for the moral hazard is ace high in 
North Carolina. Ditto on the last for Ole 
Virginny, maybe for South Carolina, and I 
don’t mean maybe when it comes to Georgia. 
However, as a certain friend of mine put it, 
“the moral hazard conditions in Georgia to-day 
mean the worst is over.” What argues well 
for Georgia is that the farmers are now go- 
ing in for a diversification of crops; the boll- 
weevil having taught them the danger of rely- 
ing upon one industry. Then, too, sixty-one 
banks failed in Georgia in one year. 

But to get back to the State I started to tell 
you about, North Carolina, everything is sit- 
ting pretty down here and the insurance com- 
panies are as happy as the people. This State 
has 60 per cent of the spindle hours—that re- 
fers to cotton, you know—and 66 per cent of 
the country’s spindle hours are right here in 
the Southern States. In 1880, there were 2,- 
856,000 cotton mills, in 1923 they had 268,000,- 
ooo. The manufacture of furniture—especially 
in the High Point district—is second only to 
that of Grand Rapids. As to tobacco, there 
were 386,000,000 pounds of it grown in 1923. 
Little wonder insurance is prospering here! 

Now, if the Governor of North Carolina 
went down to see the Governor of South Caro- 
lina, the drinks would have to be on the former. 
South Carolina is strictly agricultural and 
their products are below normal. Insurance 
conditions are not exactly satisfactory, due to a 
preponderance of non-sprinkler business. That 
State also has a valued policy law. 

Virginia is unusually sound—just as it 
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Desirable territory open for General Agencies 
in Virginia, Florida, Maryland, Kentucky and 
District of Columbia. Excellent opportunity 
for producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











THE OLD LINE 
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LIFE INSURAB CO. 


CONTRACT 


TERRITOR 


COMPANY 


FOR GOOD MEN 


| CGBRobbins, Pres. CB Svaboda; 
HOME OFFICE: CEDAR RAPIDS, I 
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Service of Quality to Policyholders 
Contracts of Superiority to Representatives 





three agencies with business established w 





COAL AND STEEL 


These two vital factors in industry are both produced 
in eastern Pennsylvania. Business is good and promises 
well for the future in eastern Pennsylvania in coal and 
steel and life insurance. 


One of the long established agencies of The Lincoln 
National Life is located in the heart of this district with 
three experienced life insurance men available to give 
personal support wherever needed in the territory. 


District Agency opportunities are now open in Berks, 
Schuylkill, Columbia, Northumberland, Carbon and 
Monroe Counties. 


(unk UP( ) WITH Tue (LINCOLN) 


in eastern Pennsylvania 


Address Either 
A. C. MELLINGER, Sr., Manager Eastern Pennsylvania, 
Dodson Building 
Bethlehem, Pennsylvania 














or 


The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $450,000,000 in Force 




















Write for information relative to open Seortpory. ps two : 
ere change 








Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 














CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 
“Keen as the edge of a sharp knife. It goes straight to the heart of 
things and places before the salesman the very life principle of his busi- 
ness. One would like to quote freely from this most fascinating book, 
but the best way for the reader is to buy the book. He will read it as 
if it were a “‘best seller’ as it may well become.’’—Insurance. 


PRICE $3.00 
THE SPECTATOR COMPANY 
CHICAGO Selling Agents NEW YORK 

















ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


Greatest Illinois Company 














They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene. 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 





-one prospect. But having them all, he is 


prepared to meet any emergency, to satisfy 
any need. , 


Peoria Life Insurance Company 


Peoria, Illinois 
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always has been. Trade and manufacturing 
conditions are not inflated. One thing I no- 
ticed among the insurance agents I talked with 
is their loyalty to their companies: an agent 
holds to his company for years—in fact, seldom 
changes about. 

There is little competition between the local 
companies and those from the outside, thanks 
to the fact that most—o7 per cent—of the com- 
panies belong to the South Eastern Under- 
writers Association. Rates in all these States 
are based on the same schedule and the com- 
mission is a flat 20 per cent. 

But this North Carolina! Did you know 
that when the Florida boom ceased to make a 
noise, the beautiful Piedmont section here had 
a small duplication of what took place down 
there? Live place? You bet! 


Cc. P. JERVEY PROMOTED 
Becomes Assistant Manager of Travelers 
Southern Department 
Promotion of Charles P. Jervey of Hartford 
to the position of assistant manager of the 
Southern department of the Travelers Fire In- 

surance Company has been announced. 

Mr. Jervey, who has been chief examiner of 
the Southern department, entered the insurance 
business in 1914, spending two years in a local 
agency in Atlanta and then gained experience 
in the company end, most of the time with the 
Insurance Company of North America. He re- 
signed as chief examiner of the Southern de- 
partment of this organization to assume the 
same position with the Travelers on September 
I, 1925. Under Manager Ashby Hill, of the 
Southern department of the Travelers Fire In- 
surance Company, he will act in conjunction 
with Assistant Manager A. L. DeRossett. 


Service to Companies and Agents 

The Special Service Bureau of THE Specta- 
Tor, which assists agent readers ro get in touch 
with companies desiring their services, has 
aided many agents who subscribe to THE SPEc- 
TATOR to secure representation of good com- 
panies, and has likewise assisted companies in 
obtaining live agents. A recent instance is the 
case of an Indiana agent, who was notified of 
several companies which were open for an 
agency in his town, and who writes us, on one 
of the notification letters: “I have made con- 
nections with the above named company, thank- 
ing you very much for the assistance.” 


Rehearing Granted in Kansas Rate Case 

The Supreme Court of Kansas has author- 
ized a rehearing of the rate case in February. 
This is the case in which the supreme court a 
short while ago turned in a decision that the 
fire and tornado rate reduction orders issued by 
the Superintendent of Insurance of Kansas 
were within the law and must be complied with 
by the companies. 


Commercial Union Dinner 
The executive staff of the Commercial Union 
Assurance Company held its annual dinner 
Thursday of last week. Whitney Palache, 
United States manager of the company pre- 
sided. 


EXCESS COVER LITIGATION SETTLED 
Agreement. With Home Insurance Com- 
pany Acceded to by Rossia and 
Union Reserve 
Last Friday, the Rossia Insurance Company 
and the Union Reserve Insurance Company 
made a satisfactory settlement, said to run into 
six figures, with the Home Insurance Com- 
pany and thus brought to a close litigation 
which has been in the courts for some time past. 
The Home was fighting for its claim arising 
out of losses insured in an excess loss ‘cover 

issued by the reinsurers. 

This dispute arose over the excess cover con- 
tract of January 18, 1923, issued by the Rossia 
and Union Reserve to reinsure the Home for 
any individual net loss in excess of $15,000. 
This dispute was first laid before a board of 
arbitration, on which were Lyman Candee and 
Sumner Ballard, with Frank Locke as umpire. 
The decision of this board was not satisfactory 
to the Rossia and Union and the case went be- 
fore Justice Proskauer in Supreme Court and 
he rendered a decision in December, 1925, in 
favor of the Home’s contention and the inter- 
pretation of Frank Locke and Sumner Ballard. 
Then the Rossia and Union appealed from this 
decision and the case was permitted to be sent 
to reference, with Mr. Saxe as referee. Dur- 
ing this last session, the agreement, that of last 
Friday, was reached 

The Home Insurance Company was repre- 
sented by Rumsey & Morgan, while Davis, 
Polk, Wardell, Gardiner & Reed and Cabell, 
Ignatius & Lown represented the Rossia and 
Union Reserve interests. 


New Brunswick Capital Increase 

At a meeting yesterday of the stockholders 
of the New Brunswick Fire Insurance Com- 
pany of New Jersey a vote was taken upon the 
proposed increase in the capital of the company 
from $300,000 to $1,000,00. This increase be- 
ing authorized, the stock will be issued at $20 
a share, par being at $10. This will provide an 
equal amount for the surplus account. 

The New Brunswick Fire was organized in 
1826. Its last statement showed total assets of 
$1,500,556, capital $300,000 and a net surplus 
of $200,895. 


Business Methods Committee to Meet 

W. E. Harrington, chairman of the execu- 
tive committee of the National Association of 
Insurance Agents, and also chairman of its 
Business Methods Committee, has called a meet- 
ing of the latter body for January 12. The 
meeting will be held in New York city. Charles 
H. Holland, of the Independence Indemnity 
Company president, and C. F. Frizzell, vice- 
president of the Indemnity Insurance Company 
of North America, will attend. Representa- 
tives from the National Board of Fire Under- 
writers have been invited. 


—The Commercial Union Assurance Company’s ma- 
rine branch is now located in its new offices at 71 
Beaver street, New York. 
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RETIREMENT OF JOHN WALLACE 
E. G. Barth Succeeds as Brooklyn Man- 
ager of New York Underwriters 
On December 31, John Wallace, of Brook- 
lyn, and Long Island manager of the New 
York Underwriters Insurance Company, re- 
tired from active duty and was succeeded by 

his former assistant, E. G. Barth. 

In appreciation of Mr. Wallace’s long and 
capable services, the company has granted him 
a liberal pension. Mr. Wallace has also been 
with the Guardian of London, and the Man- 
chester. However, almost continuously since 
1894, he has been with the New York Under- 
writers. He is a man of splendid character 
and is held in high esteem by all who know 
him. 

Mr. Barth has had a thorough and careful 
training under Mr. Wallace and what with his 
natural ability as an underwriter much: is ex- 
pected of him. 


Reclassification in Indiana to Be Studied 

INDIANAPOLIS, IND., January 3.—Thorough 
study will be made of the proposal of fire in- 
surance companies operating in Indiana to re- 
classify risks and extend the scope of the pres- 
ent higher basic rate in an attempt to deter- 
mine the exact effect of the suggested change, 
it was announced by Clarence C. Wysong, 
State Insurance Commissioner, following a 
hearing at his office. The assistance of Thomas 
S. McMurray, Jr., former Insurance Commis- 
sioner, may be asked in studying the case. 

On the basis of their experience in the pre- 
ceding five years, the companies, through the 
Indiana Inspection Bureau, filed the petition 
September 28, two days before McMurray’s re- 
tirement. The bureau offered to waive the 
statutory twenty-day notice in order to have 
McMurray hear the case, but an objection to 
immediate hearing, filed by the merchants and 
manufacturers’ insurance bureau, was sustained. 

The principal problem raised, according to 
Wysong, lies in a distribution of the additional 
burden that would be imposed on policyhold- 
ers if the increase were granted. Wysong 
assigned Charles A. Woerner, rate expert in 
the department, to make a study of the figures 
prevented at the hearing. Two assistants from 
the inspection bureau were assigned to assist 
Woerner. 


Fidelity-Phenix Examination 

The New York’ Insurance Department’s 
examination of the Fidelity-Phenix Fire Insur- 
ance Company, as the result of the proposed 
increase of capital from $5,000,000 to $10,000,- 
ooo by the transfer of funds from surplus to 
capital, shows the company to be in a very 
strong financial condition. It was disclosed 
that the company had total admitted assets of 
$52,672,232, an unearned premium reserve of 
$21,310,254 and total liabilities of $24,266,363. 
This shows a net surplus beyond the $5,000,- 
000 capital of $23,405,869, and a surplus to pol- 
icyholders of $28,405,869. When the stock divi- 
dend of 100 per cent is paid, the company will 
have a capital of $10,000,000 and a net surplus 
beyond all liabilities of $18,405,860. 
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ALES resistance is practically 

eliminated in presenting our new 
Insured Savings Contract which 
matures either for cash or a non- 
taxable 5% income bond, cashable 
on demand at par. 


Our line of modern policies, with 
annual, semi-annual, quarterly or 
monthly deposit of premiums, will 
appeal to your clients. 


Good openings for dependable 
fieldmen in California, Oregon, 
Texas, Oklahoma and other 
Western States. 


CALIFORNIA STATE LIFE 


J. R. Kruse, President 
SACRAMENTO 
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Extending. <<<" = 
Business 
Frontiers 


High-pressure selling and 

marketing expenditure in 

wuarditabte areas is a Na- 
tional waste.— 

HERBERT HOOVER, -* 

U. S. Sec’'y of Commerce 


BUSINESS does not 











consist of capital, (Top Contracts Available in ) 
buildings, machinery, Alabama _Iilinois North Dakota 
stock and human per- — ae oe 7 
sonnel—a business con- -% California Kansas South Dakota (> 
sists of customers and Colosade Kentucky Tennessee 
selling more to old cus- or’ ichigan exas 
tomers. This, National — aie, cn 
Life salesmen are doing q New Mexico 


every day. So favorable 
are its low-cost policies that N. L. A. men experience little 
difficulty in selling additional insurance to old policyholders. 


One man in a small town in Texas confines himself solely to 
his home community and has averaged $22,792.00 per month 
for the 94 months of his contract. 


Opportunity Is Ringing YOUR Doorbell! 


You can do as well as some National Life salesmen who in- 
creased their income by 50% last year. A National contract 
is your opportunity. Do not pass it by. Correspondence in- 


vited. 
AGENCY DEPARTMENT 


National Life Association 
Home Office: Des Moines, Iowa 
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WILLIAM ALEXANDER’S 


3. 


5. 


EDUCATIONAL SERIES FOR 
LIFE UNDERWRITERS 
IN FIVE VOLUMES 


What Life Insurance Is and What It Does 


Practice may teach the agent how to sell insur- 
ance, but there are certain truths that cannot be 
gathered while doing field work. But they are 
essential to success. They are the foundation 
principles on which all sound life insurance rests, 
and which give it the ‘‘strength of the everlasting 
hills.” This book explains these basic facts. 
They are essential to the successful salesman (1) 
because familiarity with them gives him unbound- 
ed courage, and (2) because they enable him to 
a his cause with convincing force. Price 


How To Sell Insurance 

The chief aim of this book, as the title indicates, 
is to teach the inexperienced agent how to do his 
work, and build up a remunerative business. 
While it is intended primarily for the new agent, 
it embodies a great deal of instruction that ought 
to be of value to the agent of experience. It will 
also be useful to those who are engaged in the work 
of training inexperienced agents. Price $2.00. 


The Prosperous Agent 


This little book is for the guidance of experi- 
enced and inexperienced agents alike. “It gives a 
catalogue of the characteristics—the mental 
equipment—of the successful business man; and 
tells how these qualifications can be utilized to the 
greatest advantage by the insurance salesman. 

The instrument with which the agent does the 
work is hisown mind. The material on which he 
uses this delicate instrument is the mind of another 
person. It is all important, therefore, that he 
should know exactly how to utilize his mental 
equipment. Price $1.50. 


The Art of Insurance Salesmanship 


This volume takes up the instruction of the 
agent where the second volume of this series stops. 
It contains more advanced instruction, and one of 
its aims is to stimulate the thought, fire the imagi- 
nation, broaden the vision, and thus increase the 
efficiency of life underwriters. Price $2.00. 


One Hundred Ways of Canvassing For Life 
Insurance 

This concluding volume describes many ways 
of soliciting life insurance and includes a number 
of canvassing plans contributed by experienced 
field men, with the author’s comments on these 
plans. Price $3.50. 





Income Insurance for Family Protection 


A new work by this well-known author 
presenting many new and convincing argu- 
ments in favor of income insurance. Price $1.50. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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FUND FOR WAR LOSSES 
Insurance Companies to Be Reimbursed 
Under Bill Passed by House and Now 
Before Senate 


WasuincTon, D. C., December 31.—Claims 
of some 45 insurance companies totaling over 
$50,000,000, arising out of loss and damage to 
insured property during the war, would be 
compensated for under the terms of legisla- 
tion adopted by the House of Representatives 
recently and shortly to come up in the Senate. 

The bill was introduced by Representative 
Green of Ohio, chairman of the committee on 
ways and means, following an extensive in- 
vestigation of the subject last session. It pro- 
vides an initial fund of $100,000,000, out of 
which claims not exceeding $100,000 would be 
paid in full, while larger claims would be 
given an initial payment of that amount to be 
followed by instalment payments spread over 
a period of years. 

The insurance claims were included in the 
measure only because awards were made by 
the Mixed Claims Commission, representing 
both Germany and the United States, it devel- 
oped during the debate on the measure. Sev- 
eral members of the House attacked these 
claims, declaring that it was against the policy 
of the Government to pay the claims of insur- 
ance companies and that their profits did not 
entitle them to such consideration. The Ala- 
bama and French spoliation claims were re- 
ferred to repeatedly as setting the precedent 
for the barring of the claims. However, it 
was pointed out by Representative Green, the 
question was not one of decided whether the 
insurance companies were entitled to reimburse- 
ment but to provide a means for carrying out 
the decisions of the Mixed Claims Commis- 
sion, which had passed upon these claims and 
made awards. 


More than a dozen insurance companies have 
claims exceeding $1,000,000, it was declared by 
Opposing members, and consideration should be 
given first to private claims, if the insurance 
claims were considered at all. Among the com- 
panies quoted as having received large awards 
from the Mixed Claims Commission were the 
Insurance Company of North America, $5,134,- 
814.76; Globe and Rutgers Fire Insurance 
Company, $6,591,422.92; St. Paul Fire and Ma- 
tine Insurance Company, $2,315,247.41; Fire- 
mans Fund Insurance Company, $1,267,377.07; 
Federal Insurance Company, $2,379,381.78; 
7Etna Insurance Company,  $1,848,120.77; 
American Merchant Marine Insurance Com- 
pany, $1,221,708.14; Provdence Washington 
Insurance Company, $1,401,568; and Atlantic 
Mutual Insurance Company, $2,153,854.97. 


Holding Fiftieth Anniversary 
Coates and Raines, general agents of Little 
Rock, Ark., are celebrating the fiftieth anni- 
versary of the organization. It was founded 
January 1, 1877, by Captain Sam B. Adams 
and John F. Boyle, Sr., under the name of 
Adams & Boyle. It has been continuously in 


operation for fifty years and has a fine repu- 
tation as well as a large and profitable busi- 
ness. 


BUSINESS MAN SHOULD UNDERSTAND 
INSURANCE 
Henry S. Ives Talks to New Orleans Cham- 
ber of Commerce 

Henry Swift Ives, vice-president of the Cas- 
ualty Information Clearing House, Chicago, ad- 
dressed the New Orleans Chamber of Com- 
merce in that city recently on the topic of 
“The Business Man and Insurance.” The av- 
erage business man, said Mr. Ives, has “seldom 
passed the kindergarten class in his knowl- 
edge of insurance.” Stating that this condition 
was a bad thing for business and for insurance 
as well, Mr. Ives pointed out “that it would 
be a mighty good thing if business men gen- 
erally would give half as much thought to their 
insurance problems as they do to their other 
financial problems. They ought to see insur- 
ance as a dynamic power in the realm of indus- 
trial achievement, and not view it as a static 
trade device to be tolerated from necessity.” 

Stressing the necessity for educating the 
public regarding insurance, Mr. Ives said: 

The only contact which the average citizen has 
with the institution of insurance is through the 
policies he may own, and this is a much more 
remote contact than that which he has with 
banking. There is nothing: to stimulate his 
imagination in these policies and nothing cal- 
culated to give him the slightest idea of the 
real significance of the great institution in 


which he has become a partner, if he only knew 
it. 


Policy Cancellation Made Part of Arson 
Penalty 

An unusual decision in a case of arson which 
developed near Plymouth, North Carolina, has 
just been reported to the Arson Committee of 
the National Board of Fire Underwriters. 
According to the Committee’s informant, on 
August 11, of this year, a fire destroyed a 
dwelling and nearby buildings located on Al- 
bemarle-Sound a few miles from the city men- 
tioned. The husband of the woman in whose 
name title rested was apprehended with an ac- 
complice shortly after the fire and charged 
with arson. 

The case recently came to trial before Judge 
Henry A. Grady of the Sixth Judicial District 
of North Carolina and, conviction following, 
the husband was sentenced to five years in 
State’s prison and his accomplice to two. 

At this point comes the unusual feature of 
the case. There was insurance of $5,750 on 
the buildings and Judge Grady insisted upon 
the cancellation of the policy as a part of the 
punishment, thus preventing the wife of the 
convicted man from collecting insurance, as 
she probably could have done if it were proved 
that she had no part in the burning. 


Credit Men Organize on Industry Basis 

Grouping of members by industries for more 
effective, exchange of credit information is to 
become a regular function of the National 
Association of Credit Men after a half year 
of experiment, J. H. Tregoe, executive man- 
ager of the association, announced yesterday 
in appointing B. B. Moran, the secretary of the 
trade groups. 


IZ; 


PORTO RICO CASE DECIDED 
Victory Won by Fire Insurance Companies 
Considered Very Important 
A case in which a wholesale firm in Porto 
Rico endeavored to enforce the payment of 
claims aggregating $55,000 by several large 
fire insurance companies, was recently decided 
in the District Court.of the United States for 

Porto Rico, in favor of the companies. 

The evidence pointed conclusively to the 
fact that although fire followed an explosion 
in the premises of the insured, there had been 


no hostile fire there prior to the explosion; 


and as the policy especially excepted loss due 
to explosion, “the damage and loss was not 
proximately due to the risk insured against in 
the policy, namely, fire.” 


The court also regarded the claims as hav- 
ing been overestimated, and stated that the 
matter, on the part of the plaintiff, was so 
tainted with deceit and concealment that if 
there was a verdict for the plaintiff the court 
would feel obliged to set it aside. Judge Ira 
K. Wells therefore directed verdicts for the 
defendants. 

A prominent local agent describes this ver- 
dict as being considered by local insurance 
men as the most drastic victory for insurance 
companies which has been obtained in the 
courts of Porto Rico during the last quarter- 
century. 


Peninsular Claims in Court 

Granp Rapips, Micu., December 31.—The 
Grand Rapids Trust Company, receiver for the 
Peninsular Fire, of this city, has filed 43 con- 
tests of claims against the defunct company in 
circuit court here, it was announced late last 
week. Litigation had been resorted to in some 
instances before the receivership was resorted 
to, it is said. About $225,000 has been paid out 
since on claims, officials of the trust company 
say, but circumstances surrounding the 43 cases 
contested indicate, it is claimed, that valid 
claims do not exist in these instances. 

Chief among the contested claims is that of 
the City of New York Insurance Company. 
The receiver contends that contracts on which 
this claim is based are void and that the claim 
s therefore uncollectible. Suit was brought 
some time ago in this case and the matter is 
pending in superior court. Settlement has been 
made according to the Marine Creditors’ trust 
in other cases, it is maintained, invalidating 
these claims, also. Other claimants have elected 
to obtain satisfaction from third parties and so 
have spoiled their claims on the Peninsular, it 
is declared. Claims of stockholders are held 
void by the receiver. 


Law Publication Is Appreciated 


We have received the 1926 edition of Fire 
Insurance Laws, Taxes and Fees, published by 
your company, and are very much pleased with 
it. Please enter our permanent order for the 
1927 and succeeding issues of this valuable book, 
shipping same to us as soon as published, w th 
sight draft, if you so desire—George B. Gray, 
Duluth. 
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FIVE YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 


Capital... 064 $275,000 
Surplus........ $460,000 


SALESMEN WANTED 


To sell something new in 





life insurance in Minne- 
sota, Iowa, Nebraska, Mis- 
souri, Kansas, Arkansas, 
Oklahoma and Texas. 





Our New Home Office 
“Built Without Using a 
Dollar of Policyholders’ 
Money.”” 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 




















CONTINGENT COMMISSIONS 





Now is the time to insure your 
earned profits and be guaran- 
teed against loss at the end of 
the year. 


We are prepared to place such 
risks under an approved form 
at equitable rates. 


MARSH & McLENNAN 


164 W. Jackson Blvd., Chicago 
London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 








Accident and Health 


Plate Glass Insurance 
Manufacturers’ Liability Insurance Co. 


99 John Street, New York 
United Agency, 280 Broadway, New York 


Ajax Underwriters, Inc., 26 Court St., 
Brooklyn, N. Y. 


Home Office 
37 Montgomery St. Jersey City, N.J. 

















alienate 


J. R. Anthony, Jr. Secretary 





C, B. Clarke, President 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 





Equitable Life Insurance Company 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District “s Columbia, West Virginia, Ohio and 


ware 
President. Tae. Ear ae HENRY P. BLAIR 
Vice President JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) . WILLIAM A. BENNETT 
Secretary ; ALLEN C. CLARE 
Actuary | GILBERT A. CLARE 
Main Office, 816 14th Street, N. Ww. WASHINGTON, D. C 
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A C A C IT A 


AN INSTITUTION—NOT A COMMERCIAL COMPANY 


Insurance in Force Over $205,000,000.00 
Assets . Over $17,000,000.00 


Our Ideal Monthly Ineome Sumner’ Contract appeals to high class salesmen 
who have chosen life insurance a permanent profession. Our CON- 
TINUOUS RENEWAL contract pot the accumulation of an estate as 
well as a pension in old age. 














If you care to better your position, write to 
ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C, 

















The Home Life Insurance Company of America 


Incorporated 1 
PROTECTS THE rd FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY: POLICIES contain valuable SPECIAL DISABILITY and 
OTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 
A Home Life policy brings ce of 
mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 
Philadelphia, Pa. 
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GOVERNOR SMITH’S 
MESSAGE 


Deals With Highway Safety, Public 
Health and Workmen’s Com- 
pensation 








FEWER DEATHS DUE TO MOTORS 





Several Changes in Compensation Law 
Recommended 

The message of Governor Smith, of New 
York, to the Legislature, delivered yesterday, 
touches upon several topics of more or less in- 
terest to insurance men. 

He referred to the movement for the elimina- 
tion of grade crossings and the difficulty in 
securing such removal in rural districts until 
the smaller municipalities are relieved of some 
part of their share of the cost of elimination. 
He urged a joint conference between the agen-: 
cies of the government charged with the work 
and representatives of the Legislature. 


SAFETY ON HIGHWAYS 


Concerning safety on the highways, the Gov- 
ernor reported that notwithstanding the regis- 
tration of 191,000 more automobiles in 1926 
than during 1925 and over 200,000 more licensed 
drivers, the deaths due to motor vehicle opera- 
tion declined from 2120 in 1925 to 2093 in 1926. 
Nearly 20,000 reckless, careless, incompetent or 
intoxicated drivers were taken off the highways 
of the State during the past year, and nearly 
half the applicants for drivers’ licenses were 
rejected. 

Steady improvement in the protection of for- 
ests from fire is reported, the average yearly 
forest fire loss having been reduced for the 
last five-year period to fourteen one hundredths 
of one per cent, while the percentage for 1926 
was only two one hundredths of one per cent. 


Tue Pusric HEALTH 


Among the activities looking to the public 
health has been the inspection of milk and 
food. Inspectors have analyzed nearly 60,000 
lots of milk, and in only 149 instances were 
adulterations discovered. Food inspections of 
stores and warehouses were made and over 
125,000 packages of food unfit for consumption 
were destroyed. 

The work of accident prevention carried on 
by the department of labor was referred to 
favorably, and additional appropriations for 
such work were urged. 


WorKMEN’S COMPENSATION 


In connection with workmen’s compensation, 
the Governor stated that progress has been 
made to eliminate delays in the payment of 
compensation. He renews his recommendation 
for an amendment to the law to limit the right 
of appeal from a decision of the referee to the 
Industrial Board or to the Appellate Division 
but not to both tribunals as is permitted at 
present. He further stated that “the greatest 


delay in the protection of compensation is oc- 
casioned by bills taken by employers and in- 
surance carriers and the recommendation that 


I have made, if enacted into law, will tend to 
remedy this condition.” 


Asxks INCREASE IN MAxIMUM COMPENSATION 

Governor Smith also asked for amendments 
to increase the maximum weekly compensation 
rate from $20 to at least $25; to provide for 
compensation for occupational diseases arising 
out of and in the course of employment; to in- 
crease the maximum death benefits; to make 
more liberal provision for compensation for eye 
injuries; to increase the present limitation of 
compensation for temporary partial disability, 
and to permit claims for compensation to be 
filed within two years after an accident, under 
proper restrictions, instead of within one year 
as at present. 

A decrease in illness and deaths from prevent- 
able diseases is recorded, though the general 
death rate was slightly higher in 1926 than in 
1925 because of higher mortality from in- 
fluenza, pneumonia, diseases of the heart and 
cancer. Governor Smith spoke of the possible 
results of the efforts to prevent the develop- 
ment of mental disease in the State and urged 
that research work should be conducted on a 
more comprehensive scale. 

The occupational treatment of patients in the 
State hospitals showed marked progress during 
the year, there having been 11,379 cases, as 
compared with 9848 in 1925. 


Fire Prevention Man Joins National Safety 
Council 

Julien Harvey has resigned as manager of 
the Kansas City Safety Council to join the 
staff of the National Safety Council at Chi- 
cago on January 1. Mr. Harvey has been very 
active in fire prevention work, having served 
for some time as a member of the executive 
committee of the Citizens Fire Waste Council 
of Kansas City, where he instituted a system 
of semi-annual home inspections, which have 
resulted in a very material reduction in fire 
waste in residences, as set forth in a recent 
report showing a decrease of 33.5 per cent in 
the number of fires in the residences of the 
city last year, as compared with the record for 
the yard just prior to the inauguration of the 
home inspection plan. 


Gift to A. G. Martin 

The office staffs of the Northern Assurance 
and the London and Scottish had a pleasant 
surprise awaiting A. G. Martin last week, when 
they presented him as tokens of their esteem 
a large silver platter, a small silver platter and 
two silver serving dishes. Mr. Martin retires 
shortly. 


Conference on Mutuals and Eastern 
Underwriters Association 

Mutual fire insurance companies, having com- 
plained of an alleged discrimination against 
them in connection with the interpretation of 
clear and mixed agencies under the rules of the 
new Eastern Underwriters Association, a con- 
ference between the interested parties and 
Superintendent of Insurance J A. Beha of 
New York was held Tuesday without definite 
result. 
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CALIFORNIA LOSSES 





Meager Reports from Imperial 
Valley 





NO ESTIMATES VENTURED 





No Large Lines Involved as Companies 
Were Not Writing Heavily in Dis- 
trict Affected 

SAN Francisco, Cauir., Jan. 4—On Tues- 
day little information of value had been re- 
ceived in San Francisco from the Imperial 
Valley cities which were badly damaged by 
earthquake and fire last week and no estimates 
have been ventured by company executives. 
Only a few companies are.involved, it is re- 
ported, and one office with direct information 
reports that the lines they were interested in 
are apparently 25 to 30 per cent damaged. 

Most of the insurance involvel is earthquake. 
No one in San Francisco has endeavored to 
venture a guess as to the probable loss. The 
Pacific Coast adjustment bureau has sent two 
adjusters from Los Angeles into the valley 
and they are sending detailed reports as they 
progress. Only a few offices are interested as 
the cities of Calexico, Elcentro and Brawley 
were generally avoided for any large liability 
especially for earthquake coverage, owing to 
the type of construction and the natural for- 
mation of the region. 


Want Independent Fire Inspector 

HaverHitt, Mass., December 31.—The 
Chamber of Commerce of this city has peti- 
tioned the City Council for the appointment of 
a fire inspector to act independent of fire and 
police departments in an effort to minimize the 
fire hazard. 

The action was taken by Chamber officials 
following the fire in Lafayette Hall which re- 
sulted in damage estimated at more than $100,- 
ooo and from a cause as yet undetermined. 
This was the fourth general alarm fire in a 
month and the fire losses for the year in the 
city will exceed $750,000. 


Oil Burning Heaters 

Boston, Mass., December 31.—In letters 
sent to the six governors of New England 
States, Chief Charles H. French of Manches- 
ter, N. H., president of the New England As- 
sociation of Fire Chiefs, asks the aid of the 
governors in bringing about uniform laws gov- 
erning oil burning heating apparatus. The let- 
ter urges that action be taken at incoming ses- 
sions of the legislature in each State where the 
legislative bodies assemble in January. 


Alleghany Underwriters’ Appointment 

The O’Brien & O’Brien Agency of New York 
have been appointed metropolitan district agents 
and head suburban agents for the Alleghany 
Underwriters of Pittsburgh. They have also 
been appointed suburban agents for the Pitts- 
burgh Underwriters, and have a country-wide 
binding service for both organizations. 
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Agents can 
easily sell Spe=- 
cialty Line In- 
surance at this 
season of the 
year. 


INDSTORMS in the South, explosions in the East, and 

disasters in the West during 1926 have proven conclusively 
that property owners need protection against the unexpected 
catastrophe. 

Because of the uncertainty of the future and the inability 
to prevent the re-occurrence of losses of this kind, property 
owners should be completely protected at all times against the 
unexpected. 

Agents can best serve their clients by suggesting to them the 
lines needed to insure their protection. 
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Casualty, Surety and Miscellaneous 








DECLARED 
UNCONSTITUTIONAL 





Attorney General Rules Against Mis- 
souri Compulsory Auto Bill 





MEASURE PROPOSED BY C. J. PAGE 
Sought to Take Part of License Fees to 
Cover Premium for Insurance 
St. Louis, Mo., January 3.—A_ proposed 
measure to create compulsory State liability in- 
surance on automobiles and to set aside a part 
of the automobile license fees to cover the pre- 
mium for such insurance would conflict with 





the Constitution of Missouri according to 
Assistant Attorney General George W. 
Crowder. 


A constitutional amendment adopted by the 
voters of the State in 1922 requires that all 
State motor vehicles license fee collections 
must be used for State road construction, after 
setting aside requirements for interest and re- 
tirement of outstanding State road bonds. 

This amendment specifically provides that so 
long as there are any bonds outstanding, a 
sufficient amount to meet the bonds, interest 
and retirements needs shall be set aside “and 
the remainder of such funds, less the cost and 
expense of collection and the cost of maintain- 
ing any State highway department or commis- 
sion shall be used in road and bridge construc- 
tion and maintenance of roads in such manner 
as may be prescribed by law.” 

C. J. Page of Springfield, Mo., representative- 
elect from Greene county, is the advocate of 
compulsory State automobile insurance, and he 
had announced he would draft a measure estab- 
lishing such a State insurance fund. He would 
require each motorist to pay an additional 
license fee of $5 to provide funds from which 
the State would pay claims for injuries, etc., 
sustained from automobiles. His proposed bill 
would create a commission to administer the 
fund, and a schedule of benefits would he 
worked out somewhat similar to that under the 
workmen’s compensation act adopted by the 
voters at the November election. 

In view of the ruling by Assistant Attorney 
General Crowder it is probable that Mr. Page 
will either drop his bill entirely or amend it so 
as not to conflict with the constitutional amend- 
ment named. 


J. G. Sharp Enters Actuarial Partnership 

Woodward, Fondiller & Ryan, consulting 
actuaries, New York city, have announced that 
Jonathan G. Sharp became a member of the 
firm on January 1. Mr. Sharp’s work has been 
concerned chiefly with company reorganization 
problems, including the installation of up-to- 
date statistical and accounting systems. 

After three years with the Canadian Royal 
Flying Corps, Mr. Sharp continued his courses 


at Toronto University, graduating in 1920. He 
then conducted research work in the actuarial 
department of the Metropolitan Life. Upon 
admission in 1925 by examination, as a Fellow 
of the Actuarial Society of America, Mr. Sharp 
became connected with the firm of which he is 
now a member. 
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$2,800,000 GROUP POLICY 
Employers’ Companies Insure Employees 
in John Hancock Mutual Life 

Edward C. Stone, United States manager of 
the Employers Liability Assurance Corporation, 
Ltd., and president of its two subsidiary com- 
panies, the Employers Fire and the American 
Employers, all of Boston, announced this week 
to all employees that as of January 1, 1927. 
every employee who has completed twelve 
months’ service with either of the three com- 
panies will be insured under a group life in- 
surance policy, purchased by the Employers 
Group from the John Hancock Mutual Life 
Insurance Company of Boston for an amount 
equal to the employee’s annual salary. 

A maximum of $5000 insurance is given an 
individual employee and arrangements have 
been made whereby employees can. purchase a 
similar amount of insurance at the group rates 
if 75 per cent of the employees take advantage 
of the plan. 

This group life insurance policy of the Em- 
ployers covers over 1600 persons, located all 
over the United States and involves an amount 
of insurance of over $2,800,000. The policy 
was written by Water & Litchfield of Boston 
and the details were arranged by Charles J. 
Fay, manager of the Group Department of the 
Paul F. Clark Agency, also of Boston. 


JOHN S. TURN ANNOUNCES APPOINT- 
MENTS 


Changes at New York Office of A&tna Life 
and Affiliated Companies 

John S. Turn, vice-president of the A®tna 
Life and affiliated companies at New York, an- 
nounces the appointment of Lee G. Ingrahain 
as assistant manager of the claim departmert 
of the New York office, succeeding to the posi- 
tion made vacant by the resignation of B. C. 
Tickner. 

Mr. Ingraham has previously been in charge 
of the claim division of the company’s Kansas 
City office as its attorney and will report for 
duty under B. E. Emory, manager, on or about 
January 15, 1927. 

Additional New York office appointments 
were announced as follows: J. C. Hamilton, 
superintendent of liability division, claim de- 
partment; T. E. McManus, superintendent of 
material damage division, claim department, and 
B. B. Kirk, superintendent of compensation 
division, claim department. 
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COMPANIES PAY BONDS 





Balance and Interest Covered in Cen- 
tral Trust Receivership 





IOWA GETS BACK ALL DEPOSITS 





Three Des Moines Banks and Trust Or- 
ganizations Involved 

Des Moines, Iowa, January 3.—The pay- 
ment by four bonding companies, sureties on 
bonds covering State deposits in the Central 
Trust Company, to R. E. Johnson, State treas- 
urer, of $192,217.82, completed restoration to 
the State of the entire balance, with interest, 
remaining in the trust company when former 
Treasurer W. J. Burbank left office January 
I, 1924. 

The bonding companies paid the remaining 
State balance of $179,000 in the trust company, 
together with $13,217.82, interest at 232 per 
cent from the time of the last payment by the 
trust company before it went into receivership. 
The bonding companies take over the State’s 
claim against the receiver. 

This payment by the bonding companies <:s- 
stores to the State all of the $1,060,667.43 on 
deposit in three Des Moines banks and the 
trust companies when Mr. Johnson became 
treasurer, with the exception of $7818.75 re- 
maining unpaid: by the Mechanics Savings 
Bank. This amount will be paid. 

The State received all of its principal, with 
the exception of the $7800 in the Mechanics 
Bank, and the same interest it would have re- 
ceived had the institutions remained open. It 
will not get interest on the remaining pay- 
ment from the receiver.. The bonding com- 
panies have discharged their full obligation in 
each institution. 

The State has an even $500,000 in the closed 
Iowa Loan and Trust Company, covered under 
the Lovrein-Brookhart law, and will receive 
its payments as payments to the State sinking 
fund provided under the law accrue. The 
county, school board, and a small city deposit 
in the Iowa Loan and Trust Company is cov- 
ered in the same way. 

The bonding companies which paid the State, 
with the amount of their payments including 
interest, are as follows: 

National Surety Company, $56,534.65; Fidcl- 
ity and Casualty Company, $42,401; Continental 
Casualty Company, $8480.19, and Southern 
Surety Company, $84,801.98. 


Fred S. Moore’s Resignation Effective 
January 1 

The resignation of Fred S. Moore as man- 
ager of the commercial department of the 
Massachusetts Accident Company, Boston, be- 
came effective on January 1. Mr. Moore states 
that he will shortly make an announcement re- 
garding his future plans. 
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E. H. Boles Elected 
(Concluded from page 3) 

fitted for assuming the high office in a growing 
institution of the nature of the’ General. He 
has served on the board of directors and on the 
executive committee of the General since 1923 
and he is in addition a voting trustee of the 
stock of the corporation. 

Mr. Boles was born July 7, 1880, in Philadel- 
phia. He went successively to Haverford 
(1902) where he received his A. B.; to the 
University of Pennsylvania (1905) where he 
earned his LL. B.; and in 1924 received LL. D. 
degree from Muhlenberg. He began his law 
practice in Philadelphia in 1905, and two years 
later came to New York as assistant to the 
general solicitor of the New York Central 
Railroad Company, and since 1909 has been 
successively general attorney, general solicitor, 
general counsel, and vice-president and general 
counsel of the Lehigh Valley. 

He is a director of the P. & N. Y. C. R. R. 
Co.; Lehigh & N. Y. R. R. Co.; Lehigh Val- 
ley Harbor Terminal Ry. Co.; Wyoming Val- 
ley Water Supply Co.; Buffalo Creek R. R. 
Co., and over twenty-five other corporations. 
He is a member of the American Bar Associa- 
tion, Bar Association of the City of New York, 
and is a member of the University, Ardsley and 
St. Andrews Clubs. 

The elevation of Mr. White to the chairman- 
ship of the board and the election of Mr. Boles 
to the presidency in no way affect the present 
business operations of the General but are 
merely intended to strengthen that organiza- 
tion. Carl M. Hansen will continue as vice- 
president and general manager, which position 
he has so successfully filled since the company 
was purchased from its British owners in 1923. 

The company, at the time it was purchased, 
had approximately $3,000,000 of assets with no 
business on its books. At the end of 1926, its 
gross assets will aggregate approximately $11,- 
000,000 and its annual premium income about 
$6,000,000. Its loss experience on business un- 
dertaken by the new management has been nor- 
mal and the stock of the corporation was re- 
cently put on a dividend basis. 


The board of directors, which includes many 
of the leading bankers and industrialists of the 
country, was further strengthened at the 
December 29 meeting by the election of Hugh 
R. Johnston, treasurer of the Guaranty Trust 
Company of New York, as a director. 

In commenting on the prospects for 1927, 
Mr. Hansen states that he has just returned 
from an extended trip covering almost the 
entire United States and that it is his view, 
from personal observation and discussions with 
executives of other companies, that 1927 should 
at least equal, if mot surpass, the successful 
year just closed in casualty and surety lines. 


The Law of Average—Give It a Chance 

Toss a coin in the air and the result is un- 
certain—it may fall a head or it may fall a tail. 
Toss it in the air twice, or even a dozen times, 
and still the result is uncertain. But if you 
toss it many, many times heads will come up 


just as often as tails. This is a familiar truth. 
It is certain; it is governed by the law of 
average, the fundamental principle upon which 
the institution of insurance is based. If it were 
not for some such basis of determining the 
number of failures in a given line and. the 
amount of their liabilities, credit insurance 
could never have developed. 

Do you know the law of average also ap- 
plies with substantial accuracy to your field 
work? For example,-one agent found that it 
was necessary for him to make four hundred 
calls before he could obtain enough interviews 
to enable him to take five applications. He also 
found he did not have an application after each 
eighty calls, but often the five applications were 
taken during his last twenty-five calls. 





Of course, it is not difficult to “call” on ten 
prospects each day, but to interview a fair per- 
centage of them, giving them the real message 
of credit insurance, and still keep your average 
of daily calls is certainly not idleness. If you 
faithfully govern yourself by your own law 
of average, you will soon find your efforts re- 
warded. 


When you are discouraged by being unable 
to close business, when you have trouble with 
a “loaded normal,” or when competition dis- 
turbs your prospect, remember that the “Law 
of Average,” like “The Right,” will prevail. 
It is on your side; all you have to do is give 
it a chance to work itself out—A-C-I, issued by 
American Credit Indemnity Company. 








Promoters of ‘Prosperity 


A? one of the most prosperous years in the history of 
the United States nears its close, it is both interesting 
and appropriate to review the methods by which surety 
companies help promote the financial, industrial and com- 
mercial progress of the nation. 


Primarily established to indemnify employers for losses 
caused by the dishonesty of employes, surety companies 
have gradually extended their operations to include the 
issuance of guarantees covering nearly every conceivable 


contingency. 


Surety companies not only relieve corporations, as well as 
individuals, from the dangerous. necesssity of giving or 
accepting Personal Surety, but, by lending an element of 
certainty to legitimate transactions, they promote business 
confidence, stimulate private enterprise, and help make 
possible the great public and private operations upon 
which our national prosperity depends. 


For evidence of the growing importance of Corporate Sur- 
etyship, one has merely to trace the remarkable growth of 


the business in the last decade. 


The total volume of 


fidelity and surety premiums written by all companies in 
1915 was approximately $22,000,000. Five years later the 
writings were over $48,000, 000 and by the end of 1925, they 
had grown to more than $90, 000,000. Present indications 
are that this year’s volume will show a material gain over 


1925. 


In view of these figures it seems hardly necessary to point 
out that the insurance agent, who does not represent a 
surety company, is overlooking an increasingly prolific 


source of income. 


FIDELITY AND DEPOSIT COMPANY 
of Maryland 


BALTIMORE 


FIDELITY and SURETY BONDS and BURGLARY INSURANCE 


Baltimore, Md. 











Production Department 
FIDELITY & DEPOSIT COMPANY 


If you are not already adequately repre- 
sented in this territory I will be glad to 
have full information regarding an 
agency connection with your Company. 
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COMPENSATION 
INSURANCE 





Net Premiums Amounted to $205,- 
511,244 in 1925 





RESULTS FROM 1913 TO 1925 





Premiums Over Entire Period Were $1,- 
509,133,763—Loss Ratio Was 53.2 


At the request of the National Bureau of 
Casualty and Surety Underwriters, the statis- 
tical department of THE Spectator has pre- 
pared a table showing the results of workmen’s 
compensation insurance in the United States 
from 1913 to 1925 inclusive. The tabulation, 
as compiled, includes companies writing about 
99 per cent of all the workmen’s compensation 
business handled in the United States during 
that period and shows aggregate net premiums 
written of $1,509,133,763. 

It is interesting from the standpoint of growth 
of the business to note that the net premiums 
in 1913 amounted to $16,951,468, while in 1925 
they had climbed to an aggregate of $205,511,- 
244. On the other hand, the underwriting dif- 
ficulties of the business as now handled may be 
appreciated from the fact that the ratio of losses 
paid to net premiums written in 1913 was 31.6, 
while by 1925 it had risen to 63.3. Many un- 
derwriters believe that a ratio of 63.3, on the 
basis of losses paid to net premiums written, 
is practically ruinous since the difference be- 
tween the ratio on this basis and on the basis 
of losses incurred to premiums earned would 
not be sufficiently great to swing the balance in 
favor of the companies. 


The stock workmen’s compensation writing 
companies had net premiums written in 1913 of 
$14,733,596, with a loss ratio of 31.0, while in 
1925 the net premiums written amounted to 
$140,672,244, with a loss ratio of 64.8. The 
loss ratio of the stock companies in 1925 com- 
pares with that of the mutual, reciprocal and 
State funds, the latter having a loss ratio of 
60.0, as against the stock companies’ 64.8. 
Looked at from the standpoint of business writ- 
ten, however, the stock companies wrote $140,- 
672,224 in net premiums in 1925, while the mu- 
tuals, reciprocals and State funds wrote $64,- 
830,020; a wide discrepancy in volume. The 
table prepared is shown as follows: 


CHARLES D. HILLES GETS HIGH 
HONOR 
Becomes Chairman of Executive Commit- 
tee for New York State Republican 
Committee 

Charles D. Hilles, New York manager for 
the Employers Liability Assurance Corpora- 
tion, Boston, has just been appointed chairman 
of the executive committee of the New York 
State Republican committee. Mr. Hilles thus 
becomes spokesman for New York in its deal- 
ing with the Federal administration, his selec- 
tion being sanctioned by President Coolidge. 

He will be in a position to strongly influence 
Republican patronage in the Empire State. 
The New York Sun, commenting on the ap- 
pointment, says that “Friends of the President 
are confident that Mr. Hilles will be an im- 
portant factor in delivering New York’s ninety 
votes to the President in 1928, if Mr. Coolidge 
is then a candidate for renomination.” 

Mr. Hilles is a former chairman of the Re- 
publican national committee, was assistant 
secretary of the United States Treasury and 
was secretary to President Taft. He is one 
of the best known national figures in the Re- 
publican party and his appointment as chair- 
man of the executive committee for the New 
York State Republican committee will please 
a host of friends. 


OPENS PHILADELPHIA BRANCH 
Cc. J. McNutt Is Resident Manager for 
Century Indemnity 

The Century Indemnity Company of Hart- 
ford, casualty running mate of the A®tna 
(Fire) Insurance and the World Fire and Ma- 
rine, opened a Philadelphia branch office at 423 
Walnut street in that city on Monday of this 
week. 

C. J. McNutt has been made resident man- 
ager of the Philadelphia branch of the Century 
Indemnity and will be assisted by H. M. Wal- 
ton as field.manager. The branch office will be 
fully equipped to give agents and brokers 
prompt service and those guiding its destinies 
are all experienced insurance men. 


W. H. Cornils Made Assistant Secretary 
William H. Cornils, cashier of the Fidelity 
and Casualty Company of New York, has been 
made an assistant secretary in charge of the 
cashier’s department. Mr. Cornils has served 
the company since July, 1896, and has acted in 
various capacities, becoming cashier in 1914. 








Workmen’s Compensation Insurance in the United States 


Stock INSURANCE COMPANIES 


MUTUAL, RECIPROCAL AND STATE 


Funp INSURANCE COMPANIES 


Net Net 


Year Premiums Losses Ratio Premiums 
Written Paid % Written 

1913... $14,733,596 $4,561,043 31.0 $2,217,872 
1914... 31,339,560 9,374,400 29.9 4,213,227 
16145... 31,348,758 15,603,464 49.8 5,128,068 
1916... 48,369,513 26,113,414 54.0 10,496,052 
1917... 66,620,061 33,485,689 50.3 15,284,136 
1918... 96,688,476 38,767,179 40.1 23,709,058 
1919.:. 102,498,281 45,964,487 44.9 34,270,396 
1920... 121,820,151 51,491,485 42.3 63,181,571 
1921... 105,941,357 49,027,107 46.2 51,649,542 
1922... 89,129,790 55,315,867 62.0 47,367,030 
1923... 103,065,997 74,200,729 72.0 55,184,955 
1924... 118,231,887 85,082,220 72.0 61,133,185 
1925... 140,672,224 91,109,896 64.8 64,839,020 


AGGREGATES 
Net 
Losses Ratio Premiums Losses Ratio 
Paid % Written Paid % 
$795,865 3.59 $16,951,468 $5,356,908 31.6 
1,379,246 32.8 35,552,787 10,753,646 30.2 
2,113,998 41.2 36,476,826 17,717,462 48.6 
4,507,233 42.9 58,865,565 30,620,647 52.0 
5,784,478 37.8 81,904,197 39,270,167 47.9 
6,860,974 28.9 120,397,534 45,628,153 37 .9 
13,320,853 38.9 136,768,677 59,285,340 43.4 
25,983,505 41.2 185,001,722 77,474,990 41.9 
26,145,778 50.6 157,590,899 75,172,885 47.7 
26,813,405 56.6 136,496,820 82,129,272 60.2 
31,691,636 57.4 158,250,952 105,892,365 66.9 
38,629,667 63.2 179,365,072 123,711,887 69.0 
38,907,473 60.0 205,511,244 130,017,369 63.3 





Totals 


1913- 
1925. .$1,070,459,651 $580,096,980 


54.2 $438,674,112 $222,934,111 


50 .8$ 1,509, 133,763 $803,031,091 53.2 
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NEW YORK INDEMNITY APPOINT- 
MENTS 
W. Billings Becomes Underwriting Vice~ 
President—F, M. Chandler Made 
Vice-President and Western 
Manager 

Spencer Welton, president of the New York 
Indemnity Company, has announced two im- 
portant additions to the executive personnel of 
that organization. On January 15 William C. 
Billings will become vice-president and under- 
writing head at the home office. 

Mr. Billings has spent almost his entire 
career in the handling of liability and other cas- 
ualty lines. Twenty-three years ago he started 
with the Travelers Insurance Company at Buf- 
falo, N. Y., at the inception of that branch of- 
fice. Later he became manager of casuaity 
lines in various central State branch offices, in- 
cluding Cleveland, St. Paul, Erie and Duluth. 
He was transferred in 1917 to the Metropoli- 
tan Branch Office in New York city as assist- 
ant manager of casualty lines primarily in 
charge of counters and downtown service or- 
ganization. Since 1923 he has been manager 
of compensation and liability lines at the New 
York Metropolitan branch. His experience 
covers all phases of the casualty business from 
underwriting as well as the business produc- 
tion standpoint. 

Another important appointment is announced 
in the statement that on or before February 8, 
Frank M. Chandler will become vice-president 
and Western manager of the New York In- 
demnity Company, with headquarters in Chi- 
cago. 

Mr. Chandler has been with the Travelers 
Indemnity Company for more than fifteen 
years. For a number of years he was Indiana 
State manager of the Travelers, with headquar- 
ters at Indianapolis, leaving there a year ago to 
become Texas State manager for the Travel- 
ers, with headquarters at Dallas. 


Mr. Chandler is one’ of the most widely- 
known men in the casualty business and has 
made a great reputation for himself both as an 
underwriter and as an organizer. While in 
Indiana he was president of the Indiana In- 
surance Federation and has been identified with 
many important insurance movements in the 
Middle West. He made his start in casualty 
lines at Albany, N. Y., and was for several 
years engaged in local agency business at Troy, 
N. ¥. 

Vice-President Thomas L. Bean continues as 
agency head of the New York Indemnity Com- 
pany and the combination, plus the recent ap- 
pointment of B. C. Tickner as head of the 
claim department of the company, places the 
New York Indemnity Company well to the 
fore among casualty companies having an expe- 
rienced and well rounded personnel. Mr. Wel- 
ton makes the statement that other important 
announcements may be expected in the near 
future. 


Sun Indemnity’s Brooklyn Agents 
The Sun Indemnity Company, New York, 
has appointed J. Lehrenkrauss Sons, Inc., as 
general agents in Brooklyn, New York city. 
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Mr. Statler Teaches 
Us How To Tell You 
The Way To the Best We Have 


OU are promised in 
our companies com- 
plete satisfaction. 


You know that prom- 
ise; our officers, depart- 
ment heads and em- 
ployees know it. You 
know that the manage- 
ment’s intentions are 
of the best—but all the 
same there may come a 
time when you aren't 
getting just what you 
want here. 


I'll tell you what to do 


plaint will always be ad- 
justed if it goes high 
enough—so be sure that 
it does. 


There was never a sure- 
ty company—or an insur- 
ance company, probably 
—whose policy gave full 
satisfaction in every case 
with agents or brokers, 
or patrons; not a mer- 
chant whose employes 
pleased every customer; 
nor a hotel man who felt 
that every departing 
guest left with good will 




















in such a for the 
case; just house. This 
Other words than _ these > 
gently re- could no more adequately ex- simple rule 
mind that press our relations with of con- 
agents, brokers and the insur- 
officer, de- | ance-buying public. vies _ = 
partment These are not our 77 — - 
They belong to Mr. E. M. our associ- 
head ag Statler, the famous hotel ates are 
employe of man. We have changed them 
hig er- | slightly, though, speaking of requested 
P suretyship where Mr. Statler to be gov- 
manent spoke of hotel policies. This, 
‘ of course, with the full permis- erned, 
instruc- sion of Mr. Statler whom we comes as 
tions— publicly thank. 
which are: Wm. B. Joyce. re ee 
anything 
“Always we have 


fully satisfy the agent, 
broker and patron you 
are serving—or, if you 
can’t satisfy him get 
your superior officer to 
complete the transac- 
tion if he can.”’ 


In other words, remem- 
ber that those in authority 
will see that you're satis- 
fied, and your just com- 


been able to devise 
to make satisfaction 
automatic when agent, 
broker or customer and 
company employe are at 
variance on a question of 
service. 


Remember it, wherever 
you are. It will help you 
to help us to give you the 
best we have. 


NATIONAL SURETY COMPANY 
NEW YORK INDEMNITY COMPANY 


115 Broadway, New York 














Rewritten, Enlarged and Improved 


THE ADJ USTER'S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 

CARBON MONOXIDE SEMILUNAR CARTILAGES 
POISONING SLEEPING SICKNESS 

WOOD ALCOHOL PROSTATE GLAND 

_ POISONING HYDROCELE 

SUNBURN ORCHITIS 

GOITRE HEMORRHOIDS 

CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I-—ACCIDENTS 
+ NFORMATION 
PROMINENT SIGNS AND 
SYMPTOMS 
TOTAL DISABILITY 


PARTIAL DISABILITY 
PROGNOSIS 


PROMINENT SIGNS AND 
SYMPTOMS 
TOTAL DISABILITY AND 


HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HOUSE CONFINEMENT 


TOTAL DISABILITY IRRE- 





ADJUSTMENT fae 
EFFECTS PARTIAL cainbecary 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION II1 
This section takes up the different mineral and vegetabl i 





that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 

fi t exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 





THE ADjUSTER’s MANUAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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COMPULSORY INSURANCE 





Massachusetts Statute Now in Effect 
for Motorists 





ALLEGE REDUCED COSTS 





All Appealed Cases Decided Against Com- 
panies Up to Present 


Boston, Mass., January 4.—The compulsory 
motor liability insurance law which became 
effective on January I in this State resulted 
in much less last-minute confusion in insur- 
ance offices than was generally expected, due 
in a great measure to the tremendous amaunt 
of advertising out in various forms through- 
out the State by insurance interests. 

The whole country has been watching the 
working out of the law in the Bay State, the 
pioneer among States in compulsory motor lia- 
bility insurance. Indications here now are that 
both Maine and New Hampshire will follow 
the example of Massachusetts. 

That the new law would result in driving 
automobilists off the road, Commissioner Monk 
brands as fallacy. The registration to date in- 
dicates that Massachusetts will issue more reg- 
istration to motorists this year than ever before. 

Commissioner Monk points out that if a 
reckless driver comes up for insurance next 
year, and because of his record is refused by 
a company and that company is made defend- 
ant before the board of appeal which decides 
whether or not an applicant is a proper risk, 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 








Statement as of 
December 31, 1925 


(Condensed from Statement of 
U.S. Treas. Dept.) 
Admitted Assets. ..... $7,297,020 
| re a 
Ni acid ange Gael 720,161 
Thirteen Years of SteadyGrowth 
Prompt and Dependable Service 

to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobile Insurance 
Credit Insurance 





Let the Southern Serve You 














he will be told point blank he is not a proper 
risk and no company will be forced to insure 
him, and failing to secure a policy, a bond or 
deposit of $5000 in cash he cannot receive reg- 
istration. 

By the State establishment of rates the cost 
of insurance has been reduced. 20 per cent in 
Boston and from 5 per cent to 8 per cent 
throughout the State, the Commissioner asserts. 
The volume of liability insurance written in 
this State has increased more than 50 per cent 
on motor vehicles. Another result has been 
to rid the roads of second-hand, badly-battered 
cars generally owned by young men and women 
or irresponsible persons. 

Every case protested by the applicants for 
insurance who were refused policies by insur- 
ance companies has been decided against the 
companies thus far. The Maryland Casualty 
Company, against which the first adverse rul- 
ing was made by the board in the case of a 
“drive-yourself” concern, and which it was ex- 


, pected would be settled in the supreme court, 


will probably not go to the court, since the 
company has issued the policy in question. 

During last week the board of appeals ruled 
that an insurance company was justified in re- 
fusing to issue a policy with the premiums 
based on the earning results of a vehicle. 

Registrar of Motor Vehicles Goodwin an- 
nounced at a board of appeals meeting he 
planned to introduce a bill in the next legisla- 
ture to prevent “drive-yourself” companies 
from operating in this State. 


TRAVELERS COMPANIES HAD 
REMARKABLE YEAR 
Accident and Health Premiums Alone 
Totaled $14,070,000 
The Travelers Insurance Company and the 
Travelers Indemnity, Hartford, had a remark- 
able business record for the year 1926 with 
total premiums for all the Travelers companies, 
including the fire company, of more than $160,- 
840,000, which was a gain of $23,450,000. Total 
income for the three companies went over 
$179,960,000. Premiums by lines, exclusive of 
the fire company’s writings and excluding the 
life insurance business, were as follows: 


Premiums 
Accident and Health............. $14,070,000 
Beattie ca ccc snakce te de ease 0 a 6,360,000 
Automobile Casualty ............ 21,330,000 
CORANAARENY aiaia cilik ojaidis cise sous 22,800,000 
fh Le Oe ene ae eee 920,000 
DERN hc eid ae deDe a Radice se 840,000 
Machinery, Flywheel, etc......... 500,000 
WUSMIAEN sis Sows wacecwacdedes snes 2,500,000 


Federal Surety Readjusts Capital 

As foretold in THe Spectator recently, the 
stockholders of the Federal Surety Company 
of Davenport held a meeting last week at 
which the recommendation of the directors that 
$435,000 of capital be transferred to surplus 
was approved. The capital will be increased 
back to $1,000,000 by the sale of new shares 
at $325 with a par of $100, thus adding $618,750 
to surplus. About 8000 out of the 11,160 shares 
outstanding were represented at the meeting. 
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SUCCESSFUL SELLING OF ACCIDENT 
AND HEALTH INSURANCE 
Methods Followed by 140 Expert Sales- 
men Described in This New Book 
Every agent who sells accident and health in- 
surance is naturally interested in knowing the 
most successful methods of securing applica- 


tions. A new book entitled Successful Selling 
of Accident and Health Insurance is sure to 
make the selling of such protection easier for 
those who will profit by the experience of the 
expert salesmen whose methods are described 
therein. 


Some of the general subjects treated in this 
fine and helpful book for agents are the follow- 
ing: Part I—Steps in Successful Selling — 
Theory and Nature of the Business; Prepara- 
tion for Salesmanship; The Approach and 
Writing Business; Closing the Transaction; 
Occupational Sales Talks; Direct Arguments; 
Working Methods; Meeting Objections and 
Competition; Securing Prospects. Part II— 
Building the Sales Agency—Agency Work; 
Securing New Agents; Cutting Down Lapses; 
Collection and Renewal Methods; Claim Ser- 
vice; Causes of Disability; Possibilities of the 
Business. 


It will be seen that the scope of this book is 
very comprehensive, and that it will be of ser- 
vice not only to the soliciting agent but to gen- 
eral agents and company officials. 

A few of the prominent contributors to this 
excellent collection of selling suggestions are 
the following: : T. E. Braniff; E. C. Budlong; 
L. D. Cavanaugh; W. W. Dark; J. J. Devney; 
T. B. Donaldson; A. E. Forrest; W. T. Grant; 
I. M. Hamilton; R. R. Harrold; G. E. Harsh; 
Dr. S. S. Huebner; J. T. Hutchinson; K. A. 
Luther; J. C. Maginnis; H. B. Rosen; J. W. 
Scherr; R. W. Stevens; Dr. J. A. Stevenson, 
and C. W. Van Beynum. These experience 
talks were written by 140 field men, general 
agents, managers and specialists in the selling 
of disability lines, and the results of their expe- 
rience, as related in this book, cannot fail to 
be helpful to other accident and health insur- 
ance men. The book contains 224 pages, is 
substantially bound, and can be secured from 
The Spectator Company, selling agents, at 
$1.75 per copy. 


Transportation Mutual Formed in Boston 


As forecast in THE SpecTator recently, the 
Transportation Mutual Insurance Company has 
been formed in Boston by interests identified 
with the Checker and Town taxicab companies 
to write automobile liability insurance on such 
risks under the new compulsory insurance law 
of the Bay State. 

Officers of the company are: Charles H. 
Innes, Boston, president; Frank Sawyer, 
Boston, vice-president; Alwin E. Hodson, 
Newton, treasurer, and Charles J. Innes, New- 
ton, secretary. The directors include the of- 
ficers and John T. Rockett of Newton, John 
F. Blakely of Boston, Joseph A. Griffin of 
Watertown, Thomas F. Quinn of Natick, 
Bernard B. Faulk of Watertown and Lindsey 
Hooper of Newton Centre, Mass. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - - 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Catastrophe Reserve 500,000.00 

i ° -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S, Treasury and Licensed by Principal States 
Finanetally Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














Cash Capital, $750,000.00 


CASUALTY AND SURETY COMPANY 
MIDWAUKEE. WISCONSIN 


a=) S~ 
2 


Home Office — Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
Union Indemnity Bldg. 100 Maiden Lane 
New Orleans New York 


FIDELITY AND SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTOMOBILE 
LIABILITY, PLATE GLASS AND WORKMEN’S 
COMPENSATION INSURANCE 














Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 ° 





Pennsylvania 


The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 


agents. 




















BANKERS INDEMNITY INSURANCE COMPANY 





A SOUND UNDERWRITING POLICY 
on Automobile and other Public Liability 


The NEW minimum basic limits we have 
inaugurated are 


$7,500 / $15,000 


for personal injury and 
$1,500 


property damage 
AT NO ADDITIONAL PREMIUM CHARGE 


over what is ordinarily charged for limits 
of $5,000,$10,000 and $1,000 respectively. 


We offer this to our‘agents as a very VALUABLE selling point 
when soliciting Automobile and other Public Liability. This 
one point alone should very materially increase Agents’ busi- 
ness. 

We are a new company, and are not bound by antiquated 
customs. We realize the necessity for close cooperation 
and fair dealing with agents and are prepared to render 
all possible assistance. 

We are interested in establishing agents in the following states— 





Connecticut Indiana Minnesota 
Delaware Maryland New Jersey 
Dist. of Columbia Michigan Ohio 
Illinois Rhode Island Pennsylvania 
We write 
AUTOMOBILE 


Personal Injury Liability; Property Damage Lia- 
bility; Collision (deductible); Plate Glass Breakage; 
Personal Accident. 


OTHER LIABILITY 


Manufacturers’ and Contractors’ Public Liability; 
Owners’, Landlord's or Tenant's Liability; Theatre 
j| Public Liability; Teams Public Liability; Contingent 
Public Liability; Sports and Golfers Liability; Physi- 
cians Liability. 
WORKMEN’S COMPENSATION 
PLATE GLASS INSURANCE 


Capital, $500,000 
Surplus to Policyholders Over $1,200,000 


BANKERS INDEMNITY INS. CO. 





























Head Office renee 
24-30 Philadelphia 
Commerce St. Chicago 
Pittsburgh 
NEWARK, Gaenten 
N. J. : \ Hartford 
: , ae - f A 





FREDERICK E. WILKENS, Vice Pres. & Gen. Manager] 








Get out of the‘tDANGER ZONE”’—into the'‘SAFETY ZONE”’j 
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OPENS NEW PHILADELPHIA BRANCH 
Standard Accident Moves Into Former 
Quarters of Maryland Casualty 
The new Philadelphia branch office of the 
Standard Accident Insurance Company of De- 
troit, was opened last week at 324 Walnut 
street in the Quaker city on premises which 
formerly housed the Philadelphia’ branch of 
the Maryland Casualty Company of Baltimore. 
The Standard Accident’s previous quarters 
were located across the street at 325 Walnut 
street, but the new offices provide a better ar- 
rangement in a building which has been entirely 

renovated and redecorated. 

The staff of the Philadelphia office of the 
Standard Accident consists of Fred R. Met- 
calf, resident manager; Lewis J. Farley, as- 
sistant resident manager; J. D. Yocum, man- 
ager of the personal health and accident de- 
partment; F. Morton Coffey, manager of 
burglary and plate glass department; Harold 
G. Green, production manager; Howard Davis, 
manager of the claim department, and Guy S. 
Barnes, chief underwriter. 

W. G. Curtis, associate manager of the 
Northern New Jersey branch of the Standard 
Accident has resigned as of December 31. His 
place will be taken by C. J. Collins, former 
surety special agent for the Newark branch, 
who has been made manager of the bonding 
department in the Northern New Jersey office. 


PAYS ANOTHER 4 PER CENT 
Creditors of Defunct Guardian Casualty 
Receive Returns 
Satt Lake City, Utan., January 3.—The 
Guardian Casualty and Guarantee Company of 
this city, which went into liquidation in 1918, 
will pay another 4 per cent to creditors holding 
the $308,000 outstanding approved debts. An 
order authorizing this was obtained a few days 
ago from the court by John K. Hardy of the 

Bankers Trust Company, receivers. 

With the payment of the latest dividend a 
total of 34 per cent will have been returned -on 
the approved debts by the receivers of the com- 
pany. This is the first dividend that has been 
ordered in the past four years, and it is stated 
it represents “The cleaning up of loose ends.” 
Some particularly slow assets, however, are still 
available for liquidation and a final dividend 
of from 2 to 5 per cent may be paid. 

The Guardian was operating in 24 States at 
the time of its collapse. 


MERIT RATING SUCCESSFUL 
J. Scofield Rowe Says Experience on 
Forgery Bond Plan Justifies It 

Reviewing the first two years’ operation of 
the merit rating plan of forgery bond cover- 
age, J. Scofield Rowe, president of the Metro- 
politan Casualty Insurance Company of New 
York, who originated the plan, states that ex- 
perience has demonstrated that the plan is well 
founded. Amplifying his conclusions, Mr. 
Rowe, in part, said: 

“After two years’ experience with it (the plan) 
during which time thousands of forgery bonds 
have been written, careful analysis of our in- 
demnification payments discloses that the plan 


is accomplishing what it was designed to do. 
The major portion of forgery bond losses oc- 
curred on features that were not protected by 
mechanical devices. No claim has been made 
in that time for a loss sustained through al- 
teration of a check where Class A check paper 
and check writers were used, and very few 
claims were made for losses due to alteration 
where protective devices in the other classes 
were used. 

“Most of the claims were for losses occa- 
sioned by the alteration of checks on which no 
protective devices of any kind were used. 

“An especially gratifying thing about the suc- 
cess of the plan is that the insurance world 
has come to appreciate the justice of it. Most 
insurance men have felt that the old method 


Insuranc 
Profit 


of rating bonds was inequitable, that it was un- 
just to charge the same base rate to all, without 
rewarding the careful or penalizing the negli- 
gent. Recognition of this fact is at the very 
heart of the merit rating plan.” 


Receiver Asked for Guardian Mutual 
Casualty 
A receivership has been asked for the Guar- 
dian Mutual Casualty Insurance Company of 
New Brunswick by C. Raymond Lyons, presi- 
dent of the company, who alleged that the con- 
cern is insolvent. The charge was admitted 
in an answer entered by Alexander Balint, Jr., 
counsel for the company. Mr. Balint was 
named as counsel to the receiver. The com- 
pany was formed last April. 


e Brokers 


By Our 


National Advertising 


In leading newspapers all over the United States 
and Canada, Credit Insurance is advertised, week 
in and week out, to thousands of Manufacturers 
and Jobbers. This is one reason why 


American Credit Insurance 


is growing so rapidly year after year—and why it 
is to the advantage of the general broker to co- 
operate in the writing of our policies. Maybe you 
ought to investigate the great protective service we 
render to our many policy-holders; safeguarding 
their resources absolutely against bad debt losses, 
providing them with efficient collection facilities, 


etc. 

General Insurance Brokers, look into the sell- 
ing possibilities of American Credit Insurance. 
While our regular agents are necessarily trained 
credit insurance specialists, still we have a plan by 
which you can co-operate with us to your definite 
profit. Check up and see if your present clients are 
protected by Credit Insurance. Then get the full 
details of our interesting proposition by writing 
or phoning any of our offices. 


C The AMERICAN 


CREDIT~ INDEMNITY Co. 


OF NEW YORK J. F.M° FADDEN., presipent 


Offices in all leading Cities: 


New York, St.Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadelphia, Baltimore, 
Detroit, Atlanta, Milwaukee, Etc. 


In Canada—Toronto, Montreal, Etc. 
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Prominent Agents and Brokers 


Actuarial 





Actuarial 











LEON IRWIN & CO., Inc., Tong Orleans, La. 
tin 

Fidelity Phenix Fire Unite Staten Fire National Fire of 

of New York of New Yi 


Tiber’ of New Amsterdam 
Automobile of Hart- — y Casualty Co. 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 


HENRY R. CORBETT 
ACTUARY 


Specialty — Pension Funds 
and Employee’s Benefits. 





























ford 
oa 4" Btayremat of Now Indemity Copy Benefit and Pension Funds 175 W. JACKSON BLVD. CHICAGO 
National Usion of York, ome LINES SOLICITED 25 SPRUCE ST. NEW YORK 
Inspectors and Adjusters 
; SAMUEL BARNETT 
Actuarial EMPIRE INSPECTING AND ADJUSTING CO 








Established 1865 David Parks Fackler 
EDWARD B. PACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 
Actuarial and Statistical Service in all Branches 


of Insurance and for Pension Funds—Office Systems 
Reorganisations—I Accounting and 





Auditing. 
75 Fulton Street New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








A. SIGTENHORST,F. A.1.A. 
CONSULTING ACTUARY 


National City Bunk Bidg., WACO, TBXAS 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE ea ey Intermediate, Group, 
Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 
Room 101 Memorial Bidg., Nashville, Tenn. 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER DES MOINES 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. 


ATLANTA, GA. 





SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


417 BRAMSON BLDG. BUFFALO, N. Y. 














CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 


_ Statisticians 





COPELAND and COTHRAN 








E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
— you of the pressure of annual statement 


We are also equi to prepare cancellation 
and colusuranes sehedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 











T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 








ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 





NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘“‘hopeless’’ cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 
said: ‘“‘No agent on earth could sell me life insur- 


ance, but I am going to buy a void just the 
same”; and he signed up for $75, 


USE IT AND PROSPER! 


PRICES: 

ONION 655 6c cob ose aca biccmieed $ .25 
50 Copies Te eee ee ee ee 8.50 
= COO OC On on ncn herr pay 
oe Fy 

r) a Pe Se See eee a eee ° 
ME. 2) sichdcaledaceoeenaNy ce udee 400.00 
re? a cna he cate cag gk eee - 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Miscellaneous Insurance 








INSURANCE STOCK QUOTATIONS 

The following quotations, as of Jan. 3, 
1927, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of Tue 
SpecTAToR will endeavor to give to any cor- 
respondent whatever information may be de- 
sired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Alliance Fire 
McCown & Co., Phila..........0. 46 50 
Agricultural Ins. Co. 
Afthur Atkins & Co., N. V........ 245 265 
American Ins. of Newark 
Gilbert Elliott & Co., N. Y........ 22 24 
Arthur Atkins & Co., N. Y........ 21 23 
Ametican Alliance 
bo: a 300 310 
Gilbert Elliott’ & Co., < 4, SeeRee 300 310 
American Surety 
Arthur Atkins & Co., N. Y........ 197 200 
Gilbert Elliott & Co., N. Y........ 194 196 
Curtis & Sanger, N. 54 RG Btecedkows 196 200 
Bankers & Shippers 
Curtis & Sanger, Ny Wisc. oo 050% 0 280 300 
Gilbert Elliott & Co., N. Y........ 275 290 
Camden Fire 
McCown & Co., Phila. and N. Y... 13% 15 
Arthur Atkins & Co., N. Y........ 13% 14% 
Carolina Insurance 
Arthur Atkins & Co., N. Y........ 32 34 
fe ee a. a ee 33 35 
Gilbert Elliott & Co., N. Y........ 33 35 
City of New York 
Gilbert go = Ce. Mey ..k cau, (am 285 
Commercial 
Arthur ptm & Co., N. Y.. ae 53 55 
Continental Cas. 
Arthur Atkins & Co., N. Y........ 43 47 
Continental Ins. Co, 
Arthur Atkins & Co., N. Y........ 139 141 
Gilbert Elliott & Co., NY Wale emere 139 141 
Federal Ins. 
Certs & Sangeet, oY s cccceics ccctc 650 
Federal Union Life 
A. & J. Frank Co., Cincinnati...... 26 30 
Custis & Sanger, ip area aa nd 138 143 
Fidelity Phenix 
Arthur Atkins & Co., i. Dtceiiceces 194 196 
Gilbert Elliott & Co., )» Aor 194 197 
Fire Association of Philadelphia 
McCown & Co., Phila, and N.. Y... 54 56 
Fireman’s Ins. of Newark 
Arthur Atkins & Co., N. Y........ 218 223 
Franklin Fire 
Gilbert Elliott & Co., N. Y........ 190 195 
J..K. Rice, Jr., & ih We Bsc den 190 195 
Glens Falls 
Arthur Atkins & Co., N. Y........ 38 40 
Globe & Rutgers : 
Arthur Atkins & Co., N. Y........ 1450 1500 
Curtis & Sanger, N. . ape bag 1450 Pie 
Gilbert Elliott & Co., N. Y........ 1450 1500 
J. K. Rice, Jr., & Co., | ares . 1450 1500 
Great American 
Arthur Atkins & Co., N. Y...... -. 294 297 
Gilbert Elliott & Co., N. Y...... -. 294 298 
K. Rice, Jr., & CNG Wiviccccice 294 296 
‘urtis & Sanger, MEM noch vcnnd’ . 292 295 
Hanover Fire 
Gilbert Elliott & Co., N. Y...... -- 200 205 
Arthur Atkins & Co., N. Y........ 200 
Harmonia Insurance (New Stock) | 
¥. EK. Rice, Jt, & Coy, No Yo cccecs 40 45 
Home Insurance 
Arthur Atkins & Co., N. Y........ 378 382 
Gilbert Elliott 7 Oe. Se eres 378 382 
x, = a eee GIN. Yo ceeds 378 382 
Homes 
Gilbert Seniott & eo. re 25 28 
K. Rice, Jr., & C 0.» (1 ree 25 27 
toes & xporters 
Arthur Atkins & Co., N. Y....... a 67 
Curtis & Sanger, N. ss. coved 67 
Independence Ind. Ins. Co. 
McCown & Co., Phila 310 330 
a 5 Co. of St. Louis, Ptd. 
& J. Frank Co., Cincinnati...... 2% 3 
ae he EF teen Life 
A. & J. Frank Co., Cincinnati...... 2% 2% 
Insurance Co. of North America 
bartie & Sanger, No Vo. wi cecccscs 50 53 
MMicCown i Go., PRRs. <cccccccacs 50 53 
Insurance Securities Co., Inc, 
(Union Indemnity Group) 
Gilbert Elliott & Co., Wiceicane 19 21 
Lumbermen’s Ins, 
parte Ce PE racnes teeees 110 125 
Maryland asualty 
Curtis i EE, Ba Wo 0'b00'0 4 weciere 99 100% 
Milwaukee Mech. 
Curtis & Sanger, N. Y....... pene 33 35 
Missouri State Life F 
A. J. Frank Co., Cincinnati........ 91 93 
National Surety 
Curtis & Sanger, N. Y.....-seeeee 238 241 
New Jersey Fire parence 
Gilbert Bltiott & Co., N. Y....0e- 35 40 











Arthur Atkins & Co., N. Y........ 
New York Cas. 

Arthur Atkins & Co., N. Y........ 
Niagara Fire 

Arthur Atkins & Co., N. Y........ 
Ohio National Life 

A. & J. Frank Co., Cincinnati...... 
Philade!phia Life 
McCown & Co., PHB. <0 -.ccccect 


Pacific 

Gilbert Elliott & Co., N. Y........ 
Reliance 

McCown & Co., Phila........ece0- 
Stuyvesant 

Arthur Atkins & Co., N. Y........ 


Gilbert Elliott & Co., N. ¥........ 
U.S. Fid. & Guar, 

Curtin & Senger, No ¥ osx dc-0esb08 

Gilbert Elliott & Co., 
U. S. Fire 

Arthur Atkins & Co., N. Y........ 

Gilbert Elliott & Co., 
U. S. Merchants and Shippers 

Arthur Atkins & Co., N 

Gilbert Elliott & Co., 

Curtis & Sanger, N. Y Satedne teres 
Victory Insurance 

McCown & Co., Phila. and N. Y... 
Westchester Fire 

Arthur Atkins & Co., 

Gilbert Elliott & Co., 

Curtis & Sanger, N. \ Ser ee 


HARTFORD STOCKS 


*Aetna Casualty and Surety 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
*Aetna Insurance (Fire) 
Curtis & Sanger, N. Y.....cccceee 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
*Aetna Life Stock 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
au Life (Full Paid Receipts) 
Conning & Co., Hartford.......... 
Markham & Company dadéoveenes 
Automobile Insurance 
Conning & Company, Hartford. . 
Maikham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
Cane General Life 
Conning & Co., Hartford.......... 
Markham & Compan Set hee desoka 
Roy T. H. Barnes & Co., Hartford. 
*Hartford Fire 
Conning & Co., Hartford...... 3233 
Markham & Company Said diavarcalaer ae 
Roy T. H, Barnes & Co., Hartford. 
Hartiord Steam Boiler 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H, Barnes & Co., Hartford. 
National Fire 
Conning & Co., Hartford.......... 
Markham & Company PRS PPP 
Roy T. H. Barnes & Co., Hartford. 
*Phoenix Insurance 
Roy T. H. Barnes & Co., Hartford. 
Conning & Co., Hartford Ruse cheaee 
Markham & Company Mons weewne ae 
Travelers Insurance 
Conning & Co., Hartford... 
Markham & Co., ae 
Roy T. H. Barnes & Co., Hartford. 
* Ex-dividend. 
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230 
32 
1314 
92 
21% 


185 
180 


240 
239 


154 
162 


248 
252 
250 


21% 
443% 
45 
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675 
680 
680 


495 
495 
495 
495 


495 
495 
495 


495 
495 


165 
150 
150 


1570 
1570 
1575 


495 
495 
495 


640 
640 
640 


725 
720 
720 
480 
480 
480 
1170 


1170 
1170 


NEW ENGLAND STOCKS 


American Investment Securities Co. 

Chas. A. Day & Co., Inc., Boston.. 

Boston Casualty 
Chas. A. Day & Co., Inc., Boston. . 
Boston Insurance 
Chas. A. Day & Co., Inc., Boston.. 
Arthur Atkins & Co., N. Y 
Capito! Fire Ins, Co. 

Chas. A. Day & Co., Inc., Boston: 
by” RE ee er ere 
CRI sc cdtnasscesticcbceseas 

Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 
Conveyancers Title Ins, Co, 

Chas. A. Day & Co., Inc., Boston. . 
Mass. Bond & Ind. Co. 

Chas. A. Day & Co., Inc., Boston. . 
Mass. Title Ins., pfd. 

Chas. A. Day & Co., Inc., Boston. . 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.. 
New Hampshire Fire Rights 

Chas. A. Day & Co., Inc., Boston. . 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.. 
Providence Washington 

Chas A. Day & Co., Inc., Boston. . 
Springfield Fire & Marine 

Chas. A. Day & Co., Inc., Boston. . 
United Life & Accident Insurance 

Chas. A. Day & Co., Inc., Boston. . 





“Busy” 
“Busy” is the “knockout” 


many agents. 


our leaflet called “Too Busy.” 
worth trying. Send for sample. 
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495 


excuse that hits 
You can hit back and through 
It is indeed 





Insurance Discussion at Chamber of Com- 
merce Meeting 

Quincy, Mass., January 3—The question of 
insurance is to be the subject of a special night 
during this month under the auspices of the 
Chamber of Commerce. All forms of insur- 
ance will be discussed by experts in each line. 
The general matter of insurance as well as 
problems relating to Quincy will be discussed. 
The speakers will be from some of the large 


companies, with headquarters or district 
branches in Boston. The exact date is not yet 
announced. 


J. W. Zeller Open Offices in Pershing 
Square 

Joseph W. Zeller, who is well known to 
readers of THe Spectator for his reviews for 
insurance decisions which have been published 
in this journal for several years, has opened of- 
fices in the Pershing Square building, at 100 
East 42nd street, New York. Mr. Zeller was 
formerly associated with Richards and Affeld. 
THE Spectator wishes him good fortune in 
his new venture. 


Journal of Commerce Changes Hands 

Bernard H. Ridder, Joseph E. Ridder and 
Victor F. Ridder, sons of the late Herman Rid- 
der, have purchased The Journal of Com- 
merce, of New York, and also the New York 
Commercial, and have merged the two business 
papers. There will be no change in the edi- 
torial and news policies under the new owner- 
ship. 


Insurance and Insurance Critic 
Consolidated 

Announcement has been made of the con- 
solidation of Insurance, a publication owned 
by Miss Alice Lakey, and The Insurance Critic, 
owned by W. E. Underwood. The latter paper 
suspended publication five years ago. The new 
paper will be published by Miss Lakey and Mr. 
Underwood jointly. 























Specializing In 


Am. Investment Securities 

Boston Casualty 

Boston Insurance 

Capitol Fire 

Columbian National Life 

Massachusetts Bonding 

New Hampshire Fire 

Old Colony 

Providence-Washington 

Springfield Fire 

United Life and Accident 
and other New England 

Insurance Stocks 








Inquiries Invited 


CHAS.A.DAY&CO. 


Incorporated 


Sears Bidg., Boston, Mass. 
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uM IN: §~— Age Limits from 0 to 60. 


DLLer hee 


ly Premium plan. 





Same Rates for Males and Females. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 























Double Indemnity and Monthly Disability Income features for | [2 4 22 
Males and Females alike. ADAMS ST. 

Standard and Substandard Risk Contracts, i. e. less work for nothing.  ¢/ Continental 5 Chicago * 
& Commercial | > toc. Q wit 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 2 Nat'l. Bk. _| F |__Exchange >|P8 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : nm QUINCY ST. al tes 
Pe dl pom wn|__ Hlinois nls & 

THE OLD COLONY LIFE INSURANCE COMPANY = /5!#/i./8) wechae 


of CHICAGO, ILL. 
B. R. NUESKE, President 
The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 














JACKSON BOUL. 
Board | 
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Exchange of 


Trade 














Quincy and Wells Street, right in the heart of Chicago’s Financial District. 




















Are You Satisfied with 
Your Job? 


Are your earnings all that they should be and is 
your job capable of expanding into what you wish 
‘for the future? 


IF NOT, a real opportunity is offered to you in 
the State of 


ALABAMA 


This state is the home of the greatest industrial 
center in the entire South, and where thriving 
industries are, business is always good. 


Your communication will be treated with confi- 
dence. 


THE FOLMAR AGENCY of ALABAMA 


Southern Managers 


The Louisiana State Life Insurance 


Company 
Executive Offices Branch Office 
Troy, Shepherd Bldg., 
Alabama Montgomery, Ala. 














Which Is The Lowest Cost Company? 


Perhaps no company can claim to have the Lowest 
Cost on all forms of policies at all ages and for all 
durations, but the net cost of our “SPECIAL FIVE” 
is very unusual. Compare our cost on this policy with 
that of Government Insurance or with that of the 
lowest cost company you know of. 


THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 (contingent upon 
payment of second premium). Net Cost first 
year $89.25 or $17.85 per thousand! HOW DOES 
THIS STRIKE YOU? IT IS GOING OVER BIG! 


PERFECTED ENDOWMENTS return the savings in ad- 
dition to the face of the policy at death. The forfeiture of the 
excess premiums over the ordinary life premiums is avoided. 


CHILD’S ENDOWMENTS issued from Age One Week up, 
with Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 
The improved GOLDEN RULE AGENT’S CONTRACT 
—_ VESTED RENEWALS 
UNRESTRICTED TERRITORY 
AUTOMATIC PROMOTION 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life Insurance Company 
580 E. Broad St. Columbus, Ohio 


C. W. Brandon, President 
D. E. Ball, Vice-Pres. and Sec. 
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“Some Have Eyes Yet They See Not” 


RS. TALLINGTON sat at the little desk 
4 in the corner of the living room her brow 
puckered in a frown. The business end of a 
small gold pencil which she held in her right 
hand was gathering strength from the tip of 
her tongue while with the help of the figures 
of her left hand she counted up the digits on 
the paper before her. 

It was the first of the month and her bank 
book lying open on the desk revealed the fact 
that the balance at the end of the previous 
month was $1.38. 

After a lengthy struggle she eventually 
totalled up her monthly accounts and reached 
for the cheque book. She made out in a neat 
round hand cheques to cover all her bills—rent, 
$40.00; grocery, $20.00; butcher, $30.00; baker, 
$4.00; milkman, $5.00; coal, $30.00; dentist, 
$15.00, and so on, the total coming to $160.00. 
She carefully attached the cheques to their re- 
spective accounts, and, enclosing each in an 
envelope, addressed and stamped them. Then, 
after filling in a deposit slip providing for the 
deposit of a cheque for $250.00, she breathed a 
sigh of relief and ran lightly upstairs to put 
on her hat and coat preparatory to sallying 
forth to dispose of the business of the month 
as had been her custom for the ‘past three 
years. 

She glanced up the street from the front 
window. Yes, there he was just two doors off. 
A minute later the postman’s knock sounded. 
Going to the front door she received a legal 
looking envelope addressed to herself which 
when opened revealed a crisp yellow cheque 
payable to herself for $250.00. This was evi- 
dently what she was expecting for she opened 
the door and was about to close it after her 
when she stopped suddenly as if she recollected 
something, and reentering the house she again 
ran upstairs to her room where she picked up 
a photograph in a silver frame from her bureau 
and gazed long and earnestly at the handsome 
features of a young man of about her own age. 
“You dear, dear darling,” she breathed at 





By Hersert P. BIcKLEY 


length, “how would I ever manage without you 
to take care of me?” 

A single tear drop remained upon the glass 
after she had imprinted a kiss upon it; but 
shadow which for a moment had dimmed her 
usually radiant features had vanished by the 
time she reached the door of her little sedan 
at the curb at the foot of the garden path. 

She drove first to the bank and made her 
deposit, then to the postoffice where she got 
rid of those bothersome bills. That done she 
entered the drug store next door to the post- 
office and telephoned her friend Milly Stone. 

“Is that you Milly? Grace speaking. Will 
you come over to my place for lunch if I call 
for you? Good! I'll be there in a jiffy, g’bye.” 

“Say, Grace,” said Milly over a tender chop, 
“what do you think Fred wants to do now of 
all things, as if we haven’t enough to spend our 
money on as it is? He wants to take out a 
life insurance policy.” 

“Hasn’t he any life insurance now, Milly?” 

“No fear he hasn’t and I’m not going to let 
him take any either. What does he want life 
insurance for, anyway?” 

“That’s true dear,” replied her friend with 
an odd note in her voice, “what indeed.” 

“That’s what I tell him but he seems to 
think it’s a good thing.” 

The matter was dropped and they talked of 
other things. Presently Grace said, “Do you 
ever see anything of Rita Dodds these days 
Milly ?” 

“No, dear, I haven’t seen her for about three 
years, not since the accident in fact; where is 
she, do you know?” 

“Oh, yes, she’s in town and I was going to 
suggest that we drop in and see her this after- 
noon, what do you say?” 

“That would be nice. Wasn’t she the dear- 
est thing? Will you ever forget the day we 
three ran away from school? And do you re- 
member the time she climbed up the old flag 
pole and nearly broke her neck? My, she was 
a great girl!” 
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“She certainly was,” replied Grace, “There 
never was a more lovable little girl in the 
world. She was asking me about you just the 
other day and I promised to bring you around.” 

Three years prior to the opening of this 
story, Jack Tallington, Fred Stone and Bert 
Dodds, all employed in the same place of busi- 
ness, left their office together one day at noon 
to have lunch as usual. The elevator was 
packed. There was just room for Tallington 
and Dodds. Stone said he would walk down 
and meet them at the street door. 


He had no lunch that day. 


The elevator was overcrowded and the sus- 
pending machinery gave way. Tallington and 
Dodds were instantly killed. * * * 

The little sedan came to a stop at the entrance 
to a narrow street some few blocks below the 
railway tracks. The huge bare walls of a 
great factory buiding cast a forbidding shadow 
upon the dwellings huddled in the vicinity. 
Ragged urchins sought in vain the fresh air 
and sunshine which a bounteous nature pro- 
vided for their young growing bodies, but 
which a perverse fate denied them. 

Mildred and Grace fresh and glowing direct 
from their dainty lunch in the little garden- 
suurounded cottage on the western heights of 
the city looked strangely out of place amidst 
this melancholy. 

Proceeding down the street they turned at 
length into a court and entering an uninviting 
doorway ascended a narrow flight of bare 
wooden stairs. Up and up they went until their 
limbs began to ache and they breathed the 
heavy air with difficulty. 

“Here we are,” panted Grace at last as she 
knocked at one of the thousand doors all 
exactly alike except for a number on the panel. 

The door was immediately opened and they 
were greeted by a woman who appeared to be 
at least ten years their senior. 

“Grace and Milly” she cried in some con- 
fusion, “what good spirit brought you to my 
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humble door? Do come in and have a cup of 
tea.” 

The conversation following was somewhat 
strained. Whereas Grace had been in the 
habit of visiting her old school fellow and 
was familiar with her surroundings, Milly was 
a foreign element. She could not reconcile 
herself to the conditions as she found them. At 
last she said in a somewhat shaky voice. “Tell 
me Rita how do you come to be living here? 
What do you do?” 


“Don’t you know dear?” asked Rita with a 
tired smile. “Didn’t Grace tell you?” 


“No ” 


“It was the elevator accident you know. Bert 
didn’t have any life insurance or anything. We 
spent everything we earned, and when he was 
killed I had to go to work. I work in the 
factory over there, I get along pretty well.” 

Grace had walked to the window and Rita 
leaned closer and whispered. “Little Johnny 
is at boarding school. Grace is paying for it 
all. I promised I wouldn't tell. Mum’s the 
word.” 


“Oh! Grace, what a fool I am,” sobbed Milly 
on her way home. “How blind I’ve been. To 
think that just a few paltry dollars a week 
while your husbands were alive has made such 
a difference between you and poor Rita. I 
didn’t know what life insurance was until to- 
day. And you say you get that cheque from 
the instrance company on the first of every 
month ?” 

“Yes dear, for as long as I live.” 








Unusual Opportunities 
For Live Agents 


with this old, reliable company. 


Modern contracts—Ordinary Life, 
20-Pay Savings, Term, Double In- 
demnity, Triple Indemnity, Dis- 
ability, Installment features, En- 
dowment at 65. 


Operates in 19 States. Assets over 
$5,700,000.00. Losses paid over 
$8,000,000.00. 
Write today to 
Agency Department 
Monmouth, III. 
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unlimited production. 
rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








'LIFE INSURANCE TRUSTS 





Advantages and Safeguards of Plan 
Explained 





PROTECTS BENEFICIARY’S MONEY 





Agent’s Duty Goes Beyond Policy’s Pur- 
chase 

Among the heirs of the late J. P. Morgan 
were twelve women. Every cent of the money 
that went to these women was carefully 
guarded against unwise investment by a life 
income plan. Most of these heiresses were ex- 
ceedingly well-off in their own name; they 
could lose thousands and not feel it. However, 
they were well educated women and trained in 
the ways of finance, and the chances that any 
one of them would handle their money fool- 
ishly were very slim. J. P. Morgan, never- 
theless, knew the danger of leaving a vast 
fortune to other without properly protecting it. 

The average business man, however, is sur- 
prisingly unenlightened as to income insurance 
and probably a large percentage of agents and 
salesmen are to blame. They try to sell their 
prospects’ insurance on the lump sum plan and 
apparently overlook the income plan, which car- 
ries with it such a strong appeal when prop- 
erly presented. 

It has been estimated that one billion dollars 
is lost each year in the purchase of worthless 
stocks and bonds and that a large percentage 
of this wasted money was originally paid by 
life insurance companies to beneficiaries. 

Impressed by the tragedy of the situation, life 
insurance companies are more and more induc- 
ing policyholders to adopt the extended pay- 
ment plan, by which principal and interest are 
spread over a period of years. Banks and 
trust companies are co-operating strongly with 
the insurance companies and are spreading 
propaganda among their depositors to teach 
them to make arrangements with their insur- 
ance companies to have the principal sums of 
their policies turned over to them—the banks 
and trust companies—to invest wisely and in- 
sure the payment of specific sums at regular 
intervals. 

These trust companies offer as an addition 
and supplement to the instalment plan of the 
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life insurance companies a means of preserving 
the principal of these funds and a method of 
securing the regularity of income through what 
are known as life insurance trusts. Such trusts 
are created by documents under which life in- 
surance policies are either assigned or made 
payable to a trust company, which acts as 
trustee in behalf of the beneficiary of the trust. 
At the death of the insured, the trust company 
receives the money from the insurance policies 
and forthwith invests these funds in thoroughly 
safe securities. The income from these invest- 
ments is paid over to the beneficiary at periods 
specified by the insured. If the returns on these 
investments are not large enough to take care 
of the beneficiary, provision can be made for 
the gradual use of the principal sum. 


Even though a woman may be very com- 
petent in handling money, a point to be im- 
pressed upon her husband is that the danger of 
her losing her insurance money is not only 
through bad stocks and the inducements to buy 
“sure things,’ but through poor relatives and 
friends, who knowing she has come into a large 
sum of money, at once approach her with hard 
luck stories and the like. A good business 
woman may have too big a heart. 


Accordingly, a life insurance trust fund has 
certain features to recommend it; for instance: 
Years spent by a man denying himself certain 
luxuries and necessities in order to purchase 
life insurance will not prove to have been for 
little more than nothing through his beneficiary 
losing it ‘by means of an unwise invest- 
ment. * * * If the insured has a number 
of policies in different companies, payable un- 
der the extended payment plan, his beneficiary 
will have as many different plans as there are 
policies, with income payable at different rates 
and at different dates. A trust company acting 
as trustee will see that these insurance funds 
are handled with uniformity and under one 
plan. * * * Life insurance companies have 
to live strictly to the terms of a policy, and it 
is indeed a very wise man who can-foresee the 
changing conditions that may take place in his 
family. Therefore, by having a life insurance 
trust, he can invest a trustee with the neces- 
sary discretion to meet any unforeseen con- 
tingency. * * It’s not the duty of a life in- 


(Concluded on page 38) 
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Western Union Life Develops Plan Combining Life 


Insurance and Pensions 


SEATTLE, WaAsH., December 31.—Some three 
thousand employees of the Puget Sound Light 
& Power Company of Seattle and subsidiary 
companies are taking out or considering collec- 
tive insurance under a new plan officially in- 
augurated two months ago by the signing of 
a master contract by the power company and 
the Western Union Life Insurance Company 
of Spokane. The plan is the result of many 
months of work by officials of the power com- 
pany, insurance actuaries, and others. 

The plan embodies a pension system along 
with ordinary life, total disability, premium 
waiver, and cash surrender values. Extended 
insurance and many optional privileges are also 
open to employees who subscribe to the plan. 
Under it all pension obligations of the company 
are discharged monthly and under a legal reser- 
vation the company may withdraw from the 
contract without cancellation of the employee’s 
equities. The employee is protected in every 
possible way and participation in the plan is 
not obligatory nor will an employee’s standing 
with the the company be affected in any way 
should he not participate. 

Women, under the plan, are regarded the 
same as men except that the higher cost of an- 
nuities which form the pension part of the 
plan, for women, makes necessary a smaller 
cash annuity for the same insurance. 

Like most group insurance contracts between 
large corporations and their employees the em- 
ployee bears a portion of the cost of the in- 
surance but long service’is recognized by an 
increasing allotment of insurance. Starting at 
age 21 the employee pays 75 per cent of the 
premium. As age increases the employee pays 
less until at age 67 the company is paying 75 
per cent of the cost. 

The employee’s contract provides for total 
disability at any time, any place, or for any 
cause, and also insures disability insurance by 
the provision that premiums are waived on ac- 
count of disability. At age 70 a pension for 
life begins, the amount depending upon the 
amount of insurance. This is paid in the form 
of a monthly annuity, which, for the full quota 
for 12 years or more of service, is $50.00 per 
month. The insured in all cases must name a 
beneficiary, who may be changed at will. In 
the case of disability the insurance company 
bears all the expense. The premium cost to 
employees is very low. 

Another feature of the plan provides for 
payment of a balance to the pensioner’s bene- 
ficiary, if he dies between age 70, when the pol- 
icy matures, and 76, equal to what would have 
been paid the pensioner up to age 76. 

Employeés who are discharged or who quit 
or wish to discontinue participation in the plan 
will receive from the insurance company a por- 
tion of the accumulated cash surrender value 
of the policy represented by the proportion of 
the premium costs which have been made to the 
insurance by the employee. Or the full amount 


of insurance, less indebtedness, but without dis- 
ability benefits, will be continued for the bene- 
fit of the insured for so long a time as it can 
be carried as extended term insurance by the 
cash value then due the employee. 

Or the insured, leaving the service, has the 
option, if the net cash values due him be more 
than sufficient to purchase term insurance to the 
end of the endowment period, of receiving a 
paid up pure endowment in case he is living 
at the end of the term insurance period. Should 
the employee die during this term insurance pe- 
riod the full face of the policy would be paid 
the beneficiary. 

Or the employee may at his option, receive 
instead of automatically extended insurance, the 
net cash surrender value then due him and give 
up his insurance. Or a life income or pension 
of monthly payments which the employee’s por- 
tion of the cash value at the attained age of 
the employee at the time of converting his in- 
surance from its original form to the form of 
annuity for life, will purchase. 

Another option provides for the taking of 
paid-up endowment insurance at any age prior 
to 70 for the amount purchasable by the cash 
surrender value due him—but this option does 
not include disability benefits. 

At any time within thirty-one days after 
separating from the power company’s service, 
an employee who receives the cash surrender 
value of the policy due him, may purchase a 
new policy without physical examination, at the 
rate applicable to the class of risks to which 
he then belongs, plus the difference between the 
original rate and the rate for the same age 
for his new class and form of insurance for 
the time he has been carried, with interest on 
the excess premium at the rate of 6 per cent 
per annum, or at the rate for his new class 
and form of insurance for his then attained 
age, whichever is less; “provided, the rate of 
premium for the endowment portion of this 
contract will not be diminished and the new 
contract shall contain no provision or benefit 
increasing the period of insurance, or involving 
a greater insurance risk than is assumed under 
this contract.” 

Should an employee convert his insurance to 
its cash value, paid-up endowment, or extended 
term insurance, or to a new form of insurance 
after separation from service with the com- 
pany and as a contract directly between the in- 
dividual and the insurance company, the power 
company will be entitled to a refund of its 
share of the cash surrender value of the insur- 
ance in proportion to the share of the costs 
previously paid for by the company. But in 
event of death during employment by the power 
company the face value of the insurance in 
effect at the time will be paid to the bene- 
ficiary ; also if disability occurs prior to separa- 
tion from service or retirement because of 
superannuation, the disability income and pen- 
sion are all to be paid the insured employee. 
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The disability income insurance guaran- 
tees, in case of total and permanent disability 
from any cause occurring at any time or place, 
an income of $10 per month per $1000 of in- 
surance carried, to be paid monthly for life or 
for the period of total and permanent disable- 
ment. The loss of both hands, or both feet, or 
both eyes, or one hand and one foot, will be 
counted as proof of total disability. 

Provision is also made for payment of dis- 
ability income benefits if, through sickness from 
and any cause or personal injury occurring at 
any time or place, the insured employee is to- 
tally and permanently disabled. Should disabil- 
ity continue ninety days it is rated permanent. 
The full quota disability coverage amounts to 
$10 per month per $1000 of insurance carried. 

During disability the insured is under no cost 
for premiums. If death occurs before age 70 
the full amount of the insurance in force will 
be paid the beneficiary regardless of any pre- 
vious payments to the insured as a result of 
disability. 

The employee who is totally disabled before 
age 70 may elect to receive the disability bene- 
fit of $10 per month per $1000 to age 70 atid 
have his policy continued to age 70 and at that 
age to receive the face value in cash or he may 
take an additional pension of $10.81, or $20.81 
in all if a male, or $0.58, or $19.58 in all if a 
woman, per $1000 of insurance, this sum to be 
paid monthly for life. 

Unless otherwise requested the entire face 
of the policy at age 70 will be converted into a 
life annuity for the purpose of providing the 
insured monthly pension. 

Should the power company terminate the 
plan employees could continue the insurance by 
paying all of the cost. 

Six months’ service with the company is re- 
quired for eligibility for insurance, at the end 
of which service the employee may take out a 
$500 policy. At the end of two years this can 
be increased to $1000. These increases continue 
until the eleventh year of service when the 
maximum of $4624 is reached. At age 70 a pol- 
icy of this amount provides a monthly. pension 
of $50 to men. The maximum policy may be 
extended to $5000 by the employee without 
physical examination. The company may re- 
quire physical examination in the case of ap- 
plications delayed beyond the first year of ser- 
vice. 

The plan provides fully for temporary lay- 
off or extended leave of absence from the ser- 
vice without pay, but with the expectation that 
the employee will return to the service. Un- 
der these conditions insurance may be con- 
tinued, if payment of premiums is continued, 
entirely contributed by the employees by pay- 
ment through the company, for a period not ex- 
ceeding six months. 

At the end of that time payment of premiums 
by the company will be discotinued and the cash 
surrender values due the power company will 
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PROVIDENT MUTUAL’S NEW RATES 
Substantial Reduction in Life and Endow- 
ment Premiums 

Effective with the New Year the Provident 
Mutual Life Insurance Company of Philadel- 
phia is making a substantial reduction in its 
rates on life and endowment insurance, other 
than single premium. The following illustra- 
tive table is made up on a $10,000 basis to har- 
monize with the rate book. 


Age New Reduce New Reduc- New Reduc- Age 
Rate tion Rate tion Rate tion 


Lire 
Continuous Pay’t Twenty Pay’t Ten Pay’t 
$155.00 $13.60 $232.80 $17.20 $378.10 $23.90 
228.90 20.00 309.50 23.70 496.30 32.40 
402.30 35.00 465.00 37.90 705.60 49.10 
858.50 74.60 873.80 75.30 1113.70 86.50 


SES 
SSRy 


Forty Year ENDOWMENT 
Continuous Pay’t Twenty Pay’t Ten Pay’t 


20 $200.60 $15.70 $279.00 $19.30 $454.20 $27.40 20 
385 244.20 20.70 322.20 24.30 517.20 33.40 35 


Tairty YEAR ENDOWMENT 
Continuous Pay’t Twenty Pay’t Ten Pay't 


$270.00 $18.90 $336.00 $22.00 $548.50 $31.80 20 
297.70 23.20 362.70 26.10 583.30 36.40 35 
419.30 35.80 474.60 38.30 720.40 49.08 50 


Twenty Yr. End’t Twenty Yr. End’t 

Continuous Pay’t Ten Pay't Ten Yr. End’t 
20 $428.30 $26.20 $700.90 $38.90 $937.89 $50.00 20 
35 446.20 30.10 719.80 42.80 950.40 53.50 35 
50 525.60 40.80 799.60 53.40 998.90 62.70 50 
65 880.70 75.70 1122.60 86.90 1229.30 91.80 65 


S&S 


Coincident with the decrease in the rates for 
insurance, the rates charged for the disability 
clause are being increased. This action is in 
line with that of other companies which have 
increased their disability rates as a result of 
the joint investigation conducted by the actu- 
arial society. The following table indicates the 
changes that are being made in the extra pre- 
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mium rates for the disability income and waiver 
coverage on the basis of a monthly income of 
$100. In connection with these rates it should 
be kept in mind that the Provident clause covers 
disability occurring before age 65. In case 
the total disability is not presumably perma- 
nent at the outset the benefits commence after 
the total disability shall have lasted ninety 
days. On endowment forms the life income 
continues after the maturity of the policy so 
long as the insured remains totally disabled. 


Ordinary Life 20 Pay’t Life 20 Yr. Endowment 
Age New Rate Increase New Rate Increase New Rate Increase 


25 35.60 15.80 41.40 16.00 28.20 15.50 
35 45.10 16.20 48.80 16.30 36.50 15.80 
45 62.80 16.80 61.00 16.80 62.80 16.80 
55 «104.10 =18.40 104.10 18.40 106.00 18.50 


It’s 50-50 Now, So Put Both Feet on the 
Ground and Start Going 

Having been sold on the idea of ordinary in- 
surance during my entire experience in the life 
insurance work, I am truly giad that the most 
important factor from my standpoint of view, 
is not being overlocked when viewing the rec- 
ords of the agent, assistant, staff and district. 
That is an equal production of ordinary and 
industrial—because agents who fail to use the 
double equipment that the company has so ably 
provided are only half men, their vision of a 
record is only one-half, and consequently they 
are sacrificing half of their dollars or only 
using one end of their pay envelopes. 

The old philosophy is dead and buried that 
an industrial agent cannot write ordinary busi- 
ness, and I think the day is at hand when we 
all can see how crude and simple the agent must 
be who entertains an idea of this kind. 





INSURANCE FABLES 


New Series 


27. TWO AGENTS 


“I’m a salesman, and nothing more,” cried the Superficial Solicitor. 
“Life insurance is a good thing, and when I unload any kind of a policy 


on any kind of a man, I get paid for it. 


Besides ‘A little learning is a 


dangerous thing,” so the less I know about the principles and practice of 


life insurance, the better.” 


“But,” said the Expert Life Underwriter, “It is the smattering of earning 
that is dangerous—Knowledge is Power, and the knowledge the highly 
trained agent acquires is not to be passed on to his clients but to enable 


him to give them sound advice.” 


APPLICATION 


Life insurance gives protection against specific ills. 


The agent, like the 


doctor, who does not know the virtue of the remedies he prescribes, is a 
disgrace to his profession and should be suppressed. 


In my experience in the field, I have often 
secured an ordinary application, after writing 
an industrial application. 

The only excuse I can offer for the man with 
a lopsided record is because he is following the 
lines of least resistance and is still in the tad- 
pole stage of his career, or else unwilling to 
expend the energy necessary to make a few 
evening calls in order to sell the kind of life 
insurance service that serves the best interest 
of his clients, because if it is a hobby of our 
company to produce an even record in both 
branches, then we should make it our hobby 
to emulate their example, for when we con- 
sider our work as a hobby we have put our 
heart into our work with an equal mixture of 
pride, and by so doing we can shorten the day 
and lengthen the pay and make a real record 
instead of a half, so get your arm out of that 
sling, make up your mind where you're going, 
put both feet on the ground and start—A. C. 
Witson, Assistant Superintendent, Portsmouth, 
Ohio, Western and Southern Field News. 


How Our Special Service Bureau Works 


Messrs. King & Clark 
San Antonio 
Texas 
Gentlemen :—In connection with your desire to 
secure an agency, we have today given your 
name to the Casualty Company. Very truly 
yours, 

THE SPECTATOR COMPANY 


The Spectator Company 
New York, N. Y. 
Gentlemen:—Your letter of October 1. We 
thank you very much for putting us in touch 
with these companies. We believe that we have 
made a satisfactory connection. Very truly 
yours, 

Kinc & Crark. 











Stephen M. Babbit 


President 








HUTCHINSON KANSAS 




















THE SERVICE LIFE INSURANCE COMPANY 


LINCOLN, NEBRASKA 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 


Indemnity Clause 


Loans at end 
of 2nd year. 


The 


Manhattan Life 


Insurance Co. 
of New York 
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be collected and the interests of the company 
in the insurance of such employee will be ter- 
minated. After this the balance of the equity 
may be disposed of in accordance with the 
numerous optional privileges outlined above. 

The plan requires a beneficiary who has an 
insurable interest in the insured. A contingent 
beneficiary may be named and should the bene- 
ficiary die before the insured the face of the 
policy may be paid to the insured’s estate. 

Supervisors of all grades and employee mem- 
bers of the Mutual Benefit Association District 
Councils of the power company have prelimin- 
ary application forms for the insurance. On 
receipt of these forms the personal officer re- 
ports the application to the insurance company 
and arranges through the offices of the treas- 
urer and paymasters for the payroll deduction. 
This procedure having been complied with, the 
insurance becomes effective on the first of the 
calendar month following that in which the 
first premium is paid. 

The pension and insurance plan is made clear 
by five tables or schedules worked out by of- 
ficers of the companies involved and by Mr. 
Lindsey. The first schedule lists the coverage 
quotas or amount of insurance an employee 
can take out for his length of service. 

Schedule 3 lists the joint contributions to the 
cost, some of the percentages of which were 
listed above. Schedule 4 lists the value of 
monthly pensions purchasable for $1000 at dif- 
ferent ages. Schedule 5 is a table of values 
of insurance for typical age 35 An employee 
who takes out $1000 worth of insurance at 35 
will at age 37 have a policy whose cash value 
is $25.12. His paid-up insurance amounts to 
$62 and extended ordinary insurance for the 
full amount is allowable for five years and thir- 
teen days. 

At fifty years of age his endowment insur- 
ance having been carried 15 years and having 
been converted to extended term insurance will 
be carried without further cost as extended 
term insurance for 20 years without further 
cost to the insured and, at that time, his age 
70, will have a pure endowment value of $58.00. 


W. B. Mahaffa Did Big Business in Small 
Application 

To attain 1926 leadership of the field force 
of the Bankers Life Company of Iowa Walter 
B. Mahaffa of Rockwell City, Iowa, averaged 
almost two applications each working day as 
he wrote a volume of $1,147,750 new paid-for 
business. 

Mr. Mahaffa did not work on Sundays, and 
almost six weeks of the year were lost to him 
through sickness and attendance at schools of 
instruction. But the remainder of the year 
found him writing 431 applications. Of this 
number 175 applications were for 18-pay life, 
close followed by 170 applications for life paid 
at age 70. Life paid at age 65 was next, Mr. 
Mahaffa writing 43 applications for this pol- 
icy. Twenty-four were for 20-pay life and 
19 for ordinary life. 

Mr. Mahaffa’s average applications was for 
$2663. The average age of the applicant 


was 27. 
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INSURANCE A PROFESSION 


Increased Knowledge Leads to Bet- 
ter Service and Greater Emolu- 
ment 








NEW BOOK A NEEDED HELP 





“Insurability—Prognosis and Selection,” 
by Dr. H. W. Dingman, Soon to Be 
Published by The Spectator 
Company 
If the chief difference between a business 
and a profession is that a business man deals 
in tangible things, such as automobiles and 
pianos and real estate, whereas a professional 
man deals in intangibles, such as legal and 
medical service, then insurance classifies as a 

profession. 

When consulting a physician we do not buy 
pills, we buy medical knowledge and judgment 
and advice. The better informed the physician 
is, the more opportunity he has to render opin- 
ions that we are willing to accept, and, being 
willing to accept, are willing to pay for. 

Similarly true it is that the better informed 
an insurance man is, the better insurance ad- 
vice he can give and better returns he can ex- 
pect in his life vocation. 

It is somewhat strange that the fundamentals 
on which insurability must be determined have 
never been formulated in concise and compre- 
hensive fashion, so that the insurance student 
might obtain a perspective of his life work. 
Actuaries have inquired if there are textbooks 
that discuss medical impairments, such as 
asthma and goitre, and the effect they have on 
the future of an individual. Isolated articles 
there are in both insurance and medical litera- 
ture, but nothing that treats the subject ade- 
quately and comprehensively. 

Medical directors, particularly in their early 
years, and when training lay underwriters, have 
found need for some discussion of fundamental 
actuarial principles, more particularly as they 
apply to the accepted measuring rods of human 
life, the mortality and disability tables. Their 
choice has been very limited. 

Agents in the field who regard themselves as 
insurance counselors and who see it as their re- 
sponsibility to advise clients on their insurable 
problems, have long felt the need of some ade- 
quate reference book that formulates the basic 
principles in underwriting. 

Insurability—Prognosis and Selection, an ex- 
haustive treatise by Doctor H. W. Dingman, is 
about to be published by The Spectator Com- 
pany. Doctor Dingman has woven something 
of the romance of personal insurance in this 
book, showing the evolution of insurance from 
its earliest days, which makes all the more un- 
derstandable the practices and procedures of 
to-day. 

For instance, women have been longer lived 
than men for centuries back, as has been rec- 
ognized in census returns of many countries. 
But when companies tried to give protection to 
women, they found that female policyholders 
had a higher mortality. Many and many an 
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eibabis is the Season of the Dear 
when Smiles are Brighter, Hearts 
Warmer, and Expressions of Good Cheer 
and Friendly Gnderstanding are Easily 


Spoken. : 8 : , 





mc would be remiss tn our duty tf we dtd not 
thank pou for what vou have done tn making thts 
pear one of success and progress for us xy Por would 
we give votce to our Wishes tf we fatled to sap, in 
fullest sincerity ‘ ¥ ¥ ¥ ¥ ¥ 


A Happy New Year and a Prosperous One 


C. G. ARNETT, President 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
HOME OFFICES, LOUISVILLE, KY. 
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insurance meeting devoted itself to the discus- 
sion of this strange paradox. The answer was 
simple. It is now accepted by all insurance 
students. It makes but one of many interesting 
phases of the subject of human life values. 

Prominent as is disability insurance to-day, 
Insurability would be incomplete if this phase 
of underwriting was not discussed on a par 
with determination of longevity. Doctor Ding- 
man’s training is in a disability company as 
well as a life company, and joint discussion is 
made throughout his book. 

Orders are now being recorded for this com- 
prehensive and valuable work, at $15 per copy. 
It will be found a mine of serviceable informa- 
tion for medical directors, examiners, general 
agents and others identified with life and cas- 
ualty insurance companies. 


Canadian Insurance Was Never Sounder 
Ottawa, CANn., December 30.—In an address 
to members of the Kiwanis Club on Friday, 
December 23, in Chateau Laurier, Ottawa, 
Can., G. D. Finlayson, Superintendent of In- 
surance for the Dominion, declared that no 
Canadian insured in a purely Canadian life in- 
surance company has ever lost a five cent piece. 
The position of Canadian insurance was never 
sounder than it is to-day, and all indications 
are that it will remain in that happy position. 
Canada also enjoys a favorable mortality. 

Mortality tables show that the average 
human life tends to lengthen, he said. About 
250 million dollars are now paid annually by 
Canadians on insurance. Of this sum about 
150 millions is in life insurance, which the 
speaker characterized as another form of sav- 
ings. Canadians, he said, are setting aside 
yearly larger amounts for the protection of 
their homes. The present tendency on the part 
of Canadians is to increase their insurance. 

Mr. Finlayson said that the leadership in life 
insurance has passed from the United King- 
dom to United States of America. 

Of the ninety billion dollars of life insurance 
in force in the world, over seventy billion dol- 
lars is on this continent. Canada keeps her 
place as second in the world as to insurance 
on the per capita basis. No other country has 
shown so large increase in the last twenty 
years. Mr. Finlayson said there are many 
widows and orphans in Canada to-day who are 
thankful for high pressure salesmanship of in- 
surance, despite all the criticisms of it. 


Handy Insurance Chart of British 
Companies 

The 1926-1927 edition of the Handy Insur- 
ance Chart of British Companies has just been 
published. This issue includes the figures of 
the last published balance sheets, those of 1925. 

In this book, footnotes appear for each com- 
pany, showing the net reserve adjustment and 
its ratio to premiums; net underwriting profit; 
such profit, less charges in profit and loss ac- 
count; profit plus interest on other income, and 
the percentage which this bears, not only to 
premiums, but also to paid-up capital. The 
percentage reserved for unexpired risks before 
arriving at profit is also stated for each com- 
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pany and full and complete tables are given. 

The method of computation followed in the 
tables in the book is illustrated by the example 
of a prominent company. The chart contains 
its standard tables of paid-up capital, funds, in- 
come, outgo, ratios, etc., covering the years 
1921 to 1925, inclusive, and embraces 120 pages. 
It can be procured at $1.75 per copy through 
The Spectator Company. 


National Life of Vermont Appointment 

William W. Clayton has been appointed gen- 
eral agent at Birmingham, Ala., for the Na- 
tional Life Insurance Company of Vermont. 
He has had wide experience in banking and 
insurance circles. James T. Dunlap, who has 
been manager at Birmingham, becomes district 
manager, but will devote his time largely to 
personal underwriting. 








OPPORTUNITY 


Your chance is here right now to get 
in on a direct Home Office contract witha 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 
business and professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. 

We are not interested in ‘‘shifters’” but 
if you want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first letter. 


INCOME GUARANTY COMPANY 
(Stock Company) 


SOUTH BEND INDIANA 


Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 
$4,109,147.01 on Deposit with the 
Indiana insurance Department 


$430,902.53 Surplus Protection to 
Policyholders 


$43,000,000.0u 


NEW STANWARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in force 


TERRITORY OPEN IN 
OHIO, ILLINOIS, MICHIGAN 
EXAS AND 


INDIANA 
ARKANSAS, TENNESSEE, 'T 
IOWA. 
A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














A Firm Foundation 


With more than three-quarters of a 
century of success and achievement back 
of it, the Massachusetts Mutual is in a 
position to progress along lines that have 
been thoroughly tested. 


This position is made more desirable 
because of the maintenance of principles 
and practices of high character which 
have molded the three divisions of the 
Company—Home Office, Field Force, 
and Policyholders—into an organization 
whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Organized 1851 











North American 
National Life 
Insurance 


Co. 


Tennessee 


Nashville, 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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How to Sell Insurance 

The sales of William Alexander’s well- 
known work, How to Sell Insurance—A Prac- 
tical Guide for the Life Insurance Salesman, 
having recently exhausted the supply, this most 
helpful book has just been reprinted and The 
Spectator Company, its publishers, are prepared 
to promptly fill orders. Mr. Alexander, who is 
secretary of the Equitable Life Assurance So- 
ciety of the United States, New York, has 
gained an international reputation as a writer 
upon life insurance topics, and his books have 
aided thousands of life insurance agents to 
become successful in their chosen avocation. 
The price of How to Sell Insurance is $2 per 
copy, quantity prices being as follows: 25 
copies, $47.50; 50 copies, $90.00; 100 copies, 
$175; 250 copies, $425; 500 copies, $800. 


Insurance Trusts 
(Concluded from page 32) 

surance company, although it often does it as a 
matter of courtesy, to consult with and advise 
the beneficiary on various financial problems, 
while it is a part of the day’s job in the trust 
department of a bank. * * A beneficiary is 
usually left something more than just the life 
insurance money—securities, real estate and 
such. These, along with the life insurance, 
should be administered under a common plan, 
and this a trust company, acting as trustee, can 
well do. 

A conscientious agent or salesman should im- 
press upon his prospect that the purchasing of 


the life insurance is only half of the task. 
Every bit as important is an intelligent plan 
for the administration of the life insurance 
proceeds. The latter can best be arranged 
though an insurance company’s plan for ex- 
tended payments or through a life insurance 
trust. 


AUTO FATALITIES IN 1925 
Motor Vehicles Caused 17,571 Deaths in 
Registration Area 
The United States Department of Commerce 
has announced that in the registration area of 
the United States there were 17,571 accidental 
deaths in 1925 charged to automobiles and 
other motor vehicles (excluding motorcycles), 
and that the death rate from this cause was 17 
per 100,000 population against 15.7 in 1924, 

14.9 in 1923, 12.5 in 1922, and I1.5 in I92I. 

It is pointed out, however, that the deaths 
assigned to automobile accidents do not include 
those due to collisions of automobiles with 
street cars and with railroad trains. There- 
fore, as in 1925, there were 498 deaths due to 
collisions of automobiles with street cars and 
1266 due to collisions with railroad trains; 
these deaths, if added to the 17,571 assigned to 
automobile accidents, would make for the reg- 
istration area a grand total of 19,335 deaths 
due to accidents in which automobiles were in- 
volved and would raise the rate from 17 to 18.8 
per 100,000 population. 

As in 1925, the registration area included 


only 89.4 per cent of the total population of 
the United States, by assuming that the num- 
ber of automobile fatalities reported in the 
registration area comprises 89.4 per cent of 
the number of fatalities in the entire United 
States, it has been estimated that the total num- 
ber of fatalities in that year due to accidents 
in which automobiles were involved was ap- 
proximately 21,627. 

In the 34 States for which data are avail- 
able for the five-year period 1921 to 1925, the 
number of these deaths increased from 9850 in 
1921 to 16,148 in 1925, and the corresponding 
rates were I1.4 and 17.4. 

In the 66 cities for which similar data are 
available, the number of deaths increased from 
4415 in 1921 to 6358 in 1925, and the rate in- 
creased from 15.8 to 21.2. 


The Industrial Traffic Manager 

The functions of the industrial traffic man- 
ager, the information he requires, his value 
to a company, and his place in an organization 
are all discussed in the fourth “Business Or- 
ganization” leaflet issued by the Policyhold- 
ers’ Service Bureau of the Metropolitan Life 
Insurance Company, New York. It includes 
an organization chart of a typical centralized 
type of traffic organization, a description of 
the duties of the traffic manager, etc., and in- 
formation for this executive, including in- 
formation from within the company and from 
without. Copies may be obtained from the 
Metropolitan Life. 
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year, the trend is upward. 
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tion for a successful career.} 





A Foundation 


N BUILDING a fine, lasting structure, one looks to 
For a successful life insur- 

ance structure the foundation is financial strength. 
The Guardian, today, ranks as one of the strongest 
of the financially strong companies, due to its con- 
sistently maintained policy of progressive conserva~ 


~Backed by its great financial strength, The Guar- 
dian has enjoyed an unusual growth in these past 
New paid business in 1925 showed an 
increase of nearly 50 per cent over 1924, and again this 


Knowing that the growth of the Company and that 
of its fieldmen are interdependent, The Guardian 
offers a practical plan of Home Office co-operation 
which insures the greater success of its agents. 
complete and original training course is provided. A 
Prospect Bureau that develops genuine dollar-and- 
cents prospects is maintained on a basis that affords 
the fieldman upwards of 400 percent profit on the 
source. 
methods of advertising, serving both the prospect and 
the policyholder, create and hold good-will. 
of the right calibre, The Guardian offers*the founda- 


T. LOUIS HANSEN, Vice President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


Modern 


To men 























AMERICA 
CENTRAL 


LIFE 


Insurance Co. 
INDIANAPOLIS 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 











